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ROOM FOR ALL,” 
SAYS H. A. NICHOLLS, 
LLOYD'S UNDERWRITER 


Should Lloyd’s Be Criticised for Dis- 
playing Enterprise and Original- 
ity? He Asks 





PROUD OF BEING PIONEERS 





london Man Comments on Criticisms 
and Discusses an Incident at 
F. & D. Convention 





Statements to the newspapers by 


members of Lloyd’s, defending them 
against criticism, are almost as rare 
a umbrellas in Greenland. The 


general attitude has been one of coin- 
plete indifference. The adjusters for 
Lloyd’s—Topliz & Harding, of Fifth 
Avenue, have always refused point 
blank to answer in any insurance paper 
any criticism of a loss settlement by 
Lloyd’s. But evidently there has come 
achange of front as The Eastern Un- 
derwriter has received from Hubert A. 
Nicholls, one of the most famous of the 
Lioyd’s Underwriters, and well-known 
tomany people in this country, a letter 
for publication in which he discusses a 
number of subjects, his statement hav- 
ing been drawn by reason of a report 
in this paper of an incident at the re- 
cent convention in Baltimore of the 
Fidelity & Deposit production mana- 
gers, 

The Article Which Drew Comment 

In this article The Eastern Under- 
writer quoted T. H. Ridgaway, of Min- 
neapolis, an F. & D. man, relative to 
delay in paying a $156,000 loss under 
a Lloyd’s Bankers’ Policy issued to a 
Minneapolis bank. 

Mr. Ridgaway said that three weeks 
passed before any one showed up and 
then a man arrived on the scene who 
confessed he had no authority. Later, 
after an interval of a month, a Lloyd’s 
representative arrived from, New York. 
In the meantime, the bank got de- 
cidedly impatient and “the incident has 
hot done any harm to American fidelity 
and surety companies in Minnesota,” 
Mr. Ridgaway said. 

In the same article Vice-President 
C.R. Miller, of the Fidelity & Deposit, 
Was quoted, he having told of a visit 
he made to Mr. Nicholls in London. 

In his letter to The Eastern Under- 
Writer Mr. Nicholls says he read the 
report printed in this paper of the 
Fidelity & Deposit convention, and 
hoted the headline “Took Llovd’s Fight 

eeks To Pay Loss.” Continuing he 
Writes: 

“AS the chief conspirator in the pro- 
duction of the ‘H. A. N.’ forms of cover- 
ae at Lloyd's, for whose blood some 


(Continued on page 18) 
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Today 


Tomorrow 


Agents know the value of Phoenix prestige and service 


PHCENIX 


Assurance Company, Ltd., 


of London 
100 William St., New York 


PHCENIX 


Indemnity Company 
75 Maiden Lane, New York 























SERVICE and BROKERAGE 
DEPARTMENT 


CHAS. F. ENDERLY, Manager 
122-126 William Street, New York City 


FIRE—AUTOMOBILE—MARINE 





INSURANCE COMPANY OF 
NORTH AMERICA 


PHILADELPHIA 


The Oldest American Fire and Marine 
Insurance Company 














1867 


1923 


EQUITABLE LIFE 


Insurance Company 
OF IOWA 


A Company of Stability and Progress, 
Safety and Liberality 


Admitted Insurance in 
Dec. 31 Assets Force 
1912 ..........-. $12,431,725.00 $ 67,326,327.00 
1922 ..........-- $44,995,738.00 $313,132,592.80 


The net return paid on funds left with the Company is 4.8 
per cent. 


For information regarding agencies 
Address: Home Office—Des Moines 








NDERWRITER 





$3.00 a Year; 25c. per Copy 


= 








FRED W. FULLER NOW 
COUNTRY’S LEADING 
INSURANCE AGENT 


Writes Millions of Personal Production 
Yearly; Also Runs Two General 








Agencies 
MANY BUSINESS POLICIES 
Twenty-five Years General Agent of 


Equitable; Officers Pay Tribute 
to His Success 





It is the general belief among top 
executives that William Ful- 
Springfield, Mass., who is gen- 
agent of the Equitable Life As- 
surance Society in Springfield, and who 
has also a general agency in 
is the leading 


Frederic 
ler, of 
eral 


Boston, 
business in- 
surance in America at the present mo- 
ment. His 


writer of 


personal production last 
year ran into the millions. Some of the 
biggest United States 
have been sold by him. Although a 
youthful looking man, Mr. Fuller has 
been a general agent of the Equitable 
for twenty-five years and the twenty- 
fifth anniversary of the agency in 
Springfield was celebrated on March 
22nd at the Hotel Kimball in that city. 

The home office of the Equitable, in 
recognition of the leading position of 
the agency, sent as representatives 
five officers: Vice-presidents William 
EK. Taylor, Frank H. Davis, William J. 
Graham, Dr. John A. Stevenson and 
Ray D. Murphy, the latter being a 
Springfield boy whose achievement has 
recently been commented upon. 

From Wheeling, W. Va., came gen- 
eral agent Thomas, B. Sweeney, as one 


policies in the 


of the representatives of the general 
agency organization of the Equitable, 
which was also represented by Mrs. 
Florence E. ‘Shaal, Charles E. Town- 
send, Eugene Russell and Frank H. 


Stratton, of Boston, and J. D. E, Jones, 
of Providence and Boston. From the 
Boston office of the agency came As- 
sociate General Agent William E. 
Hewitt, Walter E. Mitchell, Paul F, 
Ives, George Woodbridge, Sidney Cur- 
tis and others. 
Mr. Fuller’s Start 

Mr. Fuller was educated in Spring- 
field schools, at the Riverview Military 
Academy, Poughkeepsie, N. Y., and at 
the Massachusetts Institute of Tech- 
nology, where he was a member of the 
Class of 1896. 

Mr. Fuller was really born into the 
underwriting profession, for his father, 
William A. Fuller, was at the time of 
his death, in 1887, the leading general 
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underwriter in western 
For three years as what he called 
‘Knitting Work’ or a ‘side issue,’ the 
elder Mr. Fuller wrote life insurance in 
a small company. The value of this 
account at the time of his father’s 
death, impressed the 16 year old boy 
with the possibilities of life insurance 
as a profitable, as well as a highly hon- 
orable career. . Hence, on October 2, 
1896, he became a soliciting agent for 
a New York company, doing so well 
as a field man that on March 22, 1898, 
he took over the general agency of 


Massachusetts. 


the Equitable, at first under style of 
“Fuller & Trask” and on January 1, 
1903, under the present name of “F. 


W. Fuller, General Agent.” 

F. W. Fuller, besides being a general 
agent, is one of his own leading per- 
sonal producers. As “F. W. Fuller, 
agent,” he works under the same con- 


tract as each other agent. Both as 
general agent and as a personal pro- 
ducer, Mr. Fuller refuses to handle 
any other type of underwriting than 
life insurance. He never, moreover, 
places a dollar of life insurance in any 
other company until the assured has 
received the limit the Equitable will 


issue Yet, so numerous are the sur 
plus lines from the many clients that 
place their insurance affairs in his 
hands, that he has to place business in 
all the companies, and actually ranks 
as the leading personal producer’ in 


Massachusetts, of a number of com 


panies outside the Equitable. 
Facts About the Agency 
Some facts about the Fuller agency 


in Springtield follow: 

Commenced business March 22, 1898. 

The new insurance written and paid 
for during twenty-five years amounts to 
$77,593,079, of which less than $25,- 
000,000 is Group Insurance. 

Only ten complete state-wide organi- 
zations of the thirty-six companies per- 
mitted to do business in the Common- 
wealth pay each year for more Massa- 
chusetts Ordinary Life business than 
this single agency, one of the six in-° 
cluded in the state-wide organization 
of the Equitable. 

The agency pays annually for more 
regular business than one hundred and 
sixty of the companies which do busi- 
ness in the United States. 


Thirty-six members of the agency 
force, not including Mr. Fuller, carry 
$592,780 of insurance on their own 


lives. 

Seventeen own their homes. 

Thirty-five agents of this agency 
were paid in 1922 over $150,000 in com- 
pensation as soliciting agents. 

Twenty-five members of the field and 
office forces are members of the Equit- 
able Veteran Legion; 1 Twenty-five 
Vear Corps; 2 Twenty Year Corps; 3 
Fifteen Year Corps; 5 Ten Year Corps; 
14 Five Year Corps. 

This agency won the 
tury Club banner in 1914 and 1917. 

It also won bronze trophies offered 
by the general agency association two 
years 

In 1915, from October 2 to October 
24, in the “Fill the Chart” campaign, 
four and one-half months’ business was 
paid for. 

In 1918, the General Agency’s Twen- 


Eastern Cen- 


tieth Anniversary was celebrated by 
the brilliantly successful “Fuller 20 


Club” campaign. 
Gifts for Mr. Fuller 

After welcoming veterans in the 
agency at, the luncheon Mr. Fuller in- 
troduced A. A. Metcalf as chairman, 
and he in turn presented George Wood- 
bridge, of Boston, as toastmaster. In 
the evening there was a dinner in the 
Kimball, unique in the history of that 
hotel, William E. Taylor acted as 
toastmaster. Addresses were made by 
the Home Office executives present, all 


of them paying high tribute to Mr. 
Fuller. 

Later in the evening Mr. Taylor in- 
troduced the temarkable woman man- 
ager, Mrs. Florence E. Shaal, head of 
the Boston Women's Agency. Mrs. 
Shaal and C. E. Townsend, senior 


agent in New England, unveiled a large 


Tiffany standing library lamp of Pom- 


peiian design of solid bronze, with a 
shade of especially designed Tiffany 
glass. 


Charles F. Berry, Jr., who joined the 
agency in 1910 came forward to say 
that he had been delegated by the Ful- 
ler organization, including not only 
every field man, but every member of 
the office staff in the several offices, 
from the newest office boy up to Miss 
Ruggles, Mr. McManus, and Mrs, 
Shores, who are members of the Ten- 
Year Corps of the Equitable Veteran 
Legion. In a speech which combined 
eloquence with simplicity and affection 
with appreciation, Mr. Berry presented 
a handsome case containing twelve 
large hammered silver sherbet dishes 
with etched crystal glass linings. 

Watch for George Woodbridge 

At the luncheon to the Equitable Vet- 
erans Legion, Mr. Fuller interrupted 
the procecdings to say that in looking 
over the records, he felt he wanted to 
show something of appreciation for the 
work done for the agency by George 
Woodbridge, one of the special agents 
who joined. his staff in 1915. Mr. Ful- 
ler then presented Mr. Woodbridge 
with a Swiss gold watch of thin design, 
with a gold chain and pencil attached, 
with his initials engraved, and bearing 
the inscription “To George Woodbridge, 
Loyal Friend and Business Associate 
from his Friend, Frederic W. Fuller, 
March 22, 1923.” 


SEEING IT BIG—TWO WAYS 

One of the insurance newspapers 
contains a story of the Baltimore un- 
derwriters being told by a speaker, in- 
surance men are the greatest people 
on earth Reading the story shows 
that the man who made the statement 
is a life underwriter. What else could 


he say? A much more effective state- 
ment is this from the Great Southern 
Life, of Houston, Tex., “Failure to 


carry life insurance is a crime wherein 
the sins of the father are visiled upon 
the children and the grandchildren.” 
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We Help Our Salesmen 


BANKERS LIFE COMPANY 


Des Moines 
Geo. Kuhns 


We are giving them to our salesmen at the rate of 
40,000 PER YEAR 


President 
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RESTRICTS DOUBLE INDEMNITY 
Kansas City Life Revises Rules Re- 
stricting Benefit to Non-Hazard- 
ous Classes 


The Kansas City Life has modified 





its rules governing the use of the 
double indemnity rider. This clause 


will not be attached to certain forms 
of policies among them, term policies, 
savings deposit form, certain monthly 
income forms and joint life policies. 
The limit of insurance on the double 
indemnity is $10,000, so that if an ap- 
plication is taken for $15,000, two poli- 
cies must be issued, one for $10,000 
with the rider and another for $5,000 
without it. 

If the rider is attached to a policy 
payable in installments, the installment 
provision does not apply to the double 
indemnity benefit which is payable in 
one sum, 

It will be found that the cases in 
which the company will not attach the 
double indemnity rider are practically 
all covered in the special hazard sup- 
plement. The underlying idea is sim- 
ply that the Rider is restricted to per- 





The Indianapolis Life Insurance Co. 


(MUTUAL) 
GROWING STEADILY 





1915 
1916 
1917 
1918 


1919 
1920 
1921 
1922 


Dividends and Clean Record. 


Youngstown and Akron. 


President 





The Company is noted for its Low Initial Premiums, Large Annual 


Operating in Indiana, Illinois, Michigan, Texas, Minnesota, Florida, 
and JUST ENTERING OHIO 


Managers wanted for: Cleveland, Cincinnati, Toledo, Columbus, Dayton, 


FOR AGENCY ADDRESS 
Frank P. Manly, or 


INSURANCE IN FORCE 
$325,000.00 
$1,281,909.93 
$2,158,315.62 
$2,344,449.12 
$3,037,135.59 
$3,760,237.71 

$4,451,264.48 
$5,756,690.86 
$7,011,554.27 
$8,655,788.49 
$10,231,921.21 
$12,021,820.06 
$13,665,053.54 
$15,532,346.26 
$20,456,374.44 
$27,006,018.90 


$31,275,345.88 
$35,236,427.74 


Joe C. Caperton, 
Sales Manager 











sons who 


due amount 


by reason 


of their healt 
(with no ailments or loss of limbs 9 
fingers or toes), occupation, and ge 
eral standing, are considered absolut 
ly first class; this will debar person 
whose insurance would entail a certai 
extra risk upon the company, such a 
ex-bartenders, persons who have bee 
engaged for many years in the liquo 
business, wholesale or retail, and per. 
sons who appear to be seeking an ur 
of insurance, and all the 
cases of extra hazard known in the in: 


surance business as “moral hazards,” 
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spoke 
home 
later 
bition 
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The company will not place the doubles 8@"' 
indemnity rider on policies written on} here 
boys under twenty years of age, ex# imp! 
cept in very special cases; for the reag thre 
son that the occupation of such boys§ wou 
is largely problematical. 


ISSUES NEW $5,000 POLICY 


American National 
Feature Reducing Face at Age 





70; Premium Rates 


cree 
now 
yea 
bee 


of Galveston Adds) US 


The American National Insurance Co.§ 82! 


of Galveston, 


Tex., has 


just 


brought) in¢ 


out a “Commercial $5,000” policy, simp 2© 
ilar to that issued by other companies) W! 
with the difference that the policy is) ‘ 
for $5,000 up to age 70 and is automati- th 
cally reduced at the policy anniversary to 
nearest the insured’s attained age of In 


70, to the sum 


of $2,500. 


rates on this policy follow: 


Age 


21 
22 
23 
24 
25 
26 


New examined business of the Bank- 
any for the year of 1923 
to March 15th showed a total of ap 
proximately $25,000,000 
with a total of approximate 


ers Life Comp 


000 for the corresponding period 0 
1922. 


Annual 
71.40 
73.05 
74.60 
76.25 
78.10 
79.80 
81.70 
83.70 
85.85 
88.15 
90.45 
92.85 
95.70 
98.40 

101.30 


104.45 
107.60 
111.25 
114.90 
118.75 
122.85 
127.30 
132.10 
136.95 
142.35 
148.05 
153.95 
160.60 
167.50 
174.80 
182.65 
191.05 
200.00 
209.65 
219.95 





as 


Premium 


Semi 
37.15 
38.00 
38.80 
39.65 
40.60 
41.50 
42.50 
43.50 
44.65 
45.85 
47.05 
48.30 
49.75 
51.15 


90.90 
95.00 
99.35 
104.09 
109.00 
114.35 


compare 
ly $22,000, 
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—— Regional Convention 


Of Lincoln National 


SPEED IS COMPANY’S AMBITION 








Will Construct New Building at Ft. 
Wayne, Indiana; W. A. Reaves, of 
Aetna, Now With Company 





The Lincoln National Life, of Fort 
Wayne, Indiana, held a regional con- 
yention of its agents at the Robert 
Treat Hotel in Newark on Thursday 
and Friday of last week. Howard C. 
Lawrence, of Howard C. Lawrence & 
B Co. general agent of the Lincoln Na- 
tional at Newark, presided. 


—ee = Vice-president W. T. Shepard opened 
eir health! the convention with a talk on the pur- 


f limbs 9 
and ge 





pose of the regional conventions and 


| absolut spoke of the growing facilities of the 
ir person® llome office to handle business. He 
| a certains later made the statement that the am- 


: a a ition of the company was to be the 
lave been ,.. ae: . p 
the liqua fastest policy issuing company in the 


and per.g insurance business. He said that due 
ng an uw to the re-organization of the home of- 
1d all the® fice that was now under way the com- 


in the in- 
hazards,” 


pany had been retarded somewhat in 


he doubleg getting out the policies as quickly as 
vritten onf heretofore but that this condition would 
' age, ex— improve. He predicted that within 
ry the rer— three years another re-organization 
such boys} would be necessary to meet the in- 


LICY 


creasing business. Mr. Shepard an- 
nounced that W. A. Reaves, for twenty 
years with the Aetna, of Hartford, had 
been secured as the head of the new 


‘ton Adds) business department of the company. 


t Age 


A. L, Dern, superintendent of agents 
at the home office, gave an address in 
which he spoke on the home office or- 


rance (o,f ganization. He stated that to meet the 
brought? increased business the company plan- 
licy, sim} ned to build a new office building 
‘ompanies) Which would be occupied exclusively by 
policy ig), the Lincoln National. He also stated 
automati-) that it was a custom of the company 
niversary} ‘0 prepare beforehand to meet increas- 
d age of ing business. 
Premium © W. T. Thornton, assistant medical 


semi 
37.15 
38.00 
38.80 
39.65 
10.60 
11.50 
12.50 
13.50 
14.65 
15.85 
17.05 
18.30 
19.75 
1.15 
»2.70 
4.30 
5.95 
17.85 
9.75 
1.75 
3.90 
6.20 
8.70 
1.20 
4.00 
7.00 
0.05 
3.50 
7.10 
0.90 
5.00 
9.35 
4.00 
9.00 
4.35 


he Bank- 
r of 1923 
il of ap 
ompared 
$22,000, 
eriod of 





director of the company, gave an in- 
teresting address on the factors con- 
| sidered in determining the physical 
condition of the applicants, and an- 
swered in an informal way questions 
put to him by the agents. 

A. L. Dern again spoke to the agents, 
explaining the policy forms of the com- 
pany and called the attention of the 


gE IPE 


made, 


Company Has Fine Record 

The Lincoln National has a fine re- 
cord for its age in that it has written 
over $250,000,000 of business in a pe- 
‘lod of eighteen years. 

The Howard C. Lawrence & Co., gen- 
eral agency, was started in May, 1922, 
i since which time it has moved to more 
5 *paclous quarters at 44 Clinton Street, 
Newark, made necessary by the rapid 
Increase in the volume of business. 
The agency has stood up among the 
leaders for the past two months. 
Among those present at the conven- 
tion were: Arthur C. Louette, field 
supervisor of the home office, who is 
now developing a general agency in 
Pittsburgh; Eugene Colwell, general 
agent for North Carolina with offices 
at Greensborough; A. Charles Mellin- 
ger, general agent, Bethlehem, Pa.; 
John Kenneman, recently appointed 
general agent at Pittsburgh; Howard 
W. Pitman, district agent at Newark, 
and G. Wallace Patterson, district 
agent for Union County. 





NO WILKES-BARRE SALES CON- 
GRESS 
a The Wilkes-Barre life underwriters 
‘sociation has decided not to hold a 
= congress this year, but instead to 
inent eo enral meeting at which prom- 
anc Speakers will discuss life insur- 
ce from the layman’s point of view. 








agents to the more recent changes. 








HODERN day historians, anxious to 
stick a little human interest in 
their sketches and so keep them 
snappy and up-to-date, see in 
Confucius, the great Chinese sage, a fore- 
runner of the Preacher on the Mount. In 
their flippant way they like to show that 
The Great Teacher who expounded so beau- 
tifully and eloquently the Golden Rule had 
been anticipated five or six hundred years 
before by the barefoot traveler, prophet and 
idolized wise man of Shan. Tung. “What 
ye would not that others do unto you—do 
not unto them,” they attribute to Confucius, 
and then they labor to show that Mahomet, 
Zoroaster and other of the seers, but fol- 
lowed in his foot-steps. They pick on this 
one Golden Rule maxim and say “nobody’s 
said anything new—for Confucius had pre- 
viously said it.” Confucius was the father 
of a great many other adages, and he became 
so eminent on account of his knowledge that 
he finally landed in a governorship at Chung- 
tu. But he was too wise for that job, and 
other governors got jealous. They used the 
argument it was all right for the Chinese 
to make gun-powder, swing chop-sticks and 
be expert at mathematics, but right there all 
brightness should stop. So Confucius was 
razzed out of power and went back to 
school-teaching. As with his Golden Rule 
as with other Chinese things he taught back- 
ward. One outburst he got straight, how- 
ever, and it was this— 





“Tf a man take no thought about what is 
distant, he will find sorrow near at hand.” 


Read about any prominent individual, 
dead or living, and you'll find a life insurance 
text. Confucius supplies one easily. 


Tne Prudential 


insurance Company of America 
Incorporated onder the laws of the State of New Jersey 
EDWARD D. DUFFIELD, President 


Home Office, Newark, New Jersey 








Mortality Saving In 
Lower Ages Marked 


PRES. HUNTINGTON’S COMMENT 








Decreased Death Rate Under 45 Due 
to Preventive Medicine Not 
Greater Race Vitality 





In common with other old line life 
companies doing a widely distributed 
business, the Connecticut General Life, 
of Hartford, had an unusually favor 
able mortality experience in 1922, being 
49% of the American Experience 
Table, which was 5% better than the 
company’s twenty year average. Presi- 
dent R. W. Huntington in his report 
to the policyholders says concerning 
the mortality experience: 

“It is interesting to note that the 
improvement in mortality is entirely 
in the ages under 45, which seems to 
indicate that improved sanitation, 
surgery and medicine, and not im- 
proved vitality of the race, are re 
sponsible.” 


Another interesting feature of Presi- 
dent Huntington’s report was his com- 
ment on the average interest rate. The 
company’s investments yielded a net 
rate of 5.68%, which is .15% better 
than that of the year before and is 
the highest rate received since the 
early days of the company directly 
following the Civil War. 

The Connecticut General paid for 
new life insurance during 1922 amount- 
ing to $126,847,483, making the total 
insurance in force $471,544,940. Total 
admitted assets reached $44,218,694 at 
the close of the year. The increase in 
the general assets during the year had 
been greater by nearly $900,000 than 
the increase in total liability on policy- 
holders’ account. The assets are now 
108.8% of the liabilities as compared 
with 107.7% a year ago. 

“The investment of the assets of a 
life insurance company in such a way 
as to obtain the highest return com- 
patible with safety of the principal has 
always engaged the best attention of 
the officers of the Connecticut General,” 
said President Huntington commenting 
on the company’s investments. “For 
many years our mortgage loan invest- 
ments were secured almost entirely by 
the pledge of farm lands and our ex- 
perience with them has been most 
favorable. During the past year we 
have started a policy of loaning also 
on central business properties in a few 
selected cities. The bonds put out by 
the Federal Farm Loan Banks and the 
Joint Stock Land Banks enjoy by 
statutory enactment a freedom from 
all taxes, including income taxes, and 
those institutions are, therefore, able 
to make a low rate to the farmer and 
still sell their securities at a profit. 
Under these circumstances it is not 
strange that borrowers owning city 
real estate are glad to pay a higher 
rate of interest than we can get on 
farm loans, the difference being in 
many cases as high as 1%.” 





EUREKA LIFE’S BUSINESS 





Baltimore Company Shows Consistent 
Growth Since President Magin- 
nis Acquired Control 





An advance financial statement of 
the Eureka Life, of Baltimore, shows 
gains in all departments of the com- 
pany’s business. A comparative ex- 
hibit reveals the marked improvement 
since J. C. Maginnis became president 
and assumed the direction of the com- 
pany’s affairs. 

The Eureka Life now has insurance 
in force amounting to $18,419,169. To- 
tal assets at the close of the year were 
$1,527,929. The net surplus increased 
substantially and stands at $182,206. 
In 1918 when President Maginnis pur- 
chased control of the company $110,- 
000 was paid in. 
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Philadelphia Sales Congress 





Of Partnerships 


IN PHILADELPHIA 





HIS TALK 





Penn Mutual President Shows Relation 
of Business Life Insurance and 
Bank Credit 





William A. Law, the new president 
of the Penn Mutual, was president of 
an important Philadelphia bank. He 
was one of the leading speakers at the 
Sales Congress in Philadelphia last 
week, taking as his subject: “Relation 
of Business Life Insurance and Bank 
Credit.” He said in part: 

“Probably two-thirds in amount of 
the loans held by banks in the United 
States are known as ‘single-name 
loans. That is to say, they are not 
secured by pledge of specific collateral, 
but are based upon the general assets 
of the borrower, who is engaged in 
manufacturing or merchandising. Such 
loans are made only after a thorough 
technical investigation of the _ bor- 
rower’s financial position, character, 
earning capacity and organization. This 
involves a detailed statement of the 
borrower’s assets and liabilities ren- 
dered at frequent intervals, making 
possible most careful comparisons; also 
details of income and expenses. It 
also involves a more or less thorough 
appraisal of certain assets and audit by 
independent accountants. The bank 
does not stop here, but its officers check 
quite thoroughly the reputation and 
business record of the borrower with 
cther banks, with merchandise -credi- 
tors and even with his competitors. 
The results of these investigations are 
then presented to the officers, probably 
to a Finance Committee or Discount 
Committee of the Board, and finally to 
the Board of Directors for approval. If 
a line of credit is accorded the _ bor- 
tower his business practices and per- 
sonal habits are continually scrutinized 
and criticized wherever worthy of 
criticism. Single-name loans _ theor- 
etically are made by merchants or 
manufacturers for the purchase of mer- 
chandise or raw materials and are in 
due course liquidated by distribution 
to consumers of merchandise’ or 
finished products. The volume of loans 
of a gingle-name borrower’ should, 
therefore, rise and fall as his merchan- 
dise and receivables rise and fall and 
at frequent intervals he should go out 
of debt to his bank. Member banks 
replenish their reserves by rediscount- 
Ing single-name paper with the Fed- 
eral Reserve Bank under their endorse- 
ment. 

Single Name Loans 


“The entire fabric of the Federal 
Reserve System is thus based on the 
soundness and liquidity of single-name 
loans. With the exception of United 
States Government bonds and other 
Government obligations, loans based on 
Securities have no place in the Federal 
Reserve System. Loans secured by 
warehouse receipts or bills of lading 
covering staple marketable commodi- 
ties are also. of course, eligible for re- 
discount under certain circumstances. 
But broadly speaking the great mass of 
collateral loans secured by stocks, 
bonds and other negotiable securities 


have no place in the operations and 
activities of the Federal Reserve 
System, as member banks cannot re- 
discount such paper with the Federal 
Reserve Bank. 

“As the Federal Reserve Bank in- 
creases its volume of rediscounts it 
necessarily increases the amount of its 
Federal Reserve notes outstanding. 
Every Federal Reserve note in circu- 
lation, therefore, is ultimately secured 
partly by the Gold Reserves in the cus- 
tody of the Federal Reserve Board, di- 
rectly or through its agents, and partly 
by eligible commercial paper endorsed 
by member banks. Of course, each 
I'ederal Reserve note is also an obli- 
gation of the Federal Reserve Bank 
which issues it and of the United States 
of America. 

“In view of the above we cannot at- 
tach too great importance to the status 
of the single-name borrower. 


Single Name Borrowers 


“Now what are the factors which 
characterize the single-name borrower: 
Let us mention three: (1) Capital, (2) 
Management, (3) Organization or La- 
bor. These three factors must be 


adequate, and harmonious in their 
operation, to produce satisfactory re- 
sults. No two of the three factors are 


alone sufficient for success. Capital 
without Management and Labor earns 
no return. Management without appro- 
priate Capital and trained Labor can- 
not succeed. Even Labor alone with- 
out sk‘llful Management and essential 
Capital will soon come to grief. 

“Business insurance, or as it is fre- 
quently called partnership or corpora- 
tion insurance, represents an effort to 
indemnify the firm or _ corporation 
against the sudden and unexpected 
withdrawal of capital. Under certain 
circumstances it represents an effort 
to vo even further and make com- 
pensation for the sudden and un- 
expected withdrawal of an element of 
management. All human life is uncer: 
tain and no one realizes this uncer- 
tainty more keenly than a bank officer. 
The individual ledgers, the discount 
ledgers and the signature cards all tell 
the same story of constant change from 
the names of living men to the titles of 
their estates. In fact one of the most 
serious criticisms of any firm is that it 
is a one-man concern. A far-sighted 
merchant or financier always arranges 
for an appropriate successor. 

“It is customary for prudent bank 
officers to inquire whether the single- 
name borrower carries a_ reasonable 
amount of life insurance and to ascer- 
tain if possible the details as to bene- 
ficiary, type of policy and amount of 
cash surrender value. This practice is 
considered an essential safeguard just 
as fire insurance upon buildings and 
merchandise. 


Bank Officer’s View of Business 
Insurance 


“How then does a bank officer regard 
business insurance? That depends al- 
together upon circumstances. <A_ rea- 
sonable amount of business insurance 
furnishes an additional factor of safety 
or element of strength to a business 
concern which in every other respect is 
sound and well managed. We have 
seen that in the event of death such a 
contract may discharge a liability 
which would otherwise be difficult to 
meet and may prevent the dissolution 
of the firm, or embarrassment, other- 
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wise caused by settlement with the es- 
tate of a deceased partner. It may 
even, in a measure, compensate for the 
loss of a partner’s or officer’s valuable 
service to a firm or corporation, but 
it is only fair to say,.as a bank officer, 
I have noted in four or five disastrous 
failures that large amounts of business 
life insurance had been carried on the 
lives of men who had sadly mis- 
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managed the business for which they 
were responsible. They had yielded 
to the enthusiasm of an insurance agent 
who induced them to regard themselves 
as much more valuable to the success 
of the firm than the circumstances ac- 
tually warranted and a round amount 
of money had been paid to cover a risk 
which was at best rather fictitious. In 
writing business insurance, just as any 
other form of insurance, the agent 
should know all the facts, give the 
problem the most thorough considera- 
tion and exercise discretion in the 
matter of insuring the subject and the 
the amount at risk. Every man who is 
in good health is entitled to carry in- 
surance for the benefit of his family. 
Not every man in business is under 
the same obligation to carry partner- 
ship insurance. But any method where 
by a reasonable cost a partnership 
or corporation can safeguard itself 
against the material injury or pecuniary 
loss sustained by the death of a partner 
or Officer strengthens the soundness of 
that concern’s financial structure. It 
also strengthens the banking structure 
of the institutions with which the con- 
cern deals and in addition improves the 
quality of the currency now in use and 
which should gradually and will finally 
take the place of all other circulating 
notes, viz: our Federal Reserve cur- 
rency. 


“There are two methods of effecting 
partnership insurance—(a) The firm or 
corporation insures one or more of the 
very valuable and active partners or 
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officers for a large amount payable to 
the firm or corporation as beneficiary. 
The premiums are, of course, paid by 
the firm or _ corporation. This is 
naturally a very simple matter and the 
item possibly appears among the con- 
cern’s assets in its balance sheet at the 
cash surrender value of the policy or 
policies. (b) By another method a firm 
insures the life of each partner for an 
amount equal to the value:of his in- 
terest in the firm, payable to his wife 
as beneficiary, the firm paying the pre- 
miums. A. separate agreement is ex- 
ecuted by the members of the firm and 
their wives setting forth the fact that 
the payment of the death claim of any 
partner releases the interest of his wife 
in the firm and that the interest of the 
deceased then vests in the surviving 
partners. Each partner also makes a 
will in harmony with the above agree. 
ment. The life insurance company is 
not in any sense a party to the agree- 
ment. The life insurance company 
simply receives the premiums from the 
firm and in the event of death of one 
of the partners pays the loss to the 
designated beneficiary. This is the 
most convenient form of insurance for 
a firm of professional men whose con- 
tributions to the firm are in the form 
of services, or the assets are of an in- 
tangible nature, such as lawyers, en- 
gineers, brokers, insurance agents or 
real estate agents. One can hardly 
estimate the relief caused by such a 
policy to a law firm for instance. With- 
out ita final settlement might continue 
for years as the various matters in 
litigation terminated and the compen- 
sation for the services of each lawyer 
were finally settled. There might be 
endless differences of opinion between 
the surviving members and the heirs 
as to what services had previously been 
rendered and as to their relative value, 
or as to what goodwill is worth; also as 
to the services of the survivors and 
their value before and after the death 
of the, deceased partner.” 





THE THREE DEATHS 





What Happens When a Man Dies, Ac- 
cording to Thomas A. Lynn, 
Metropolitan Life 
Thomas A. Lynn, manager of the 
Metropolitan in the Belmont district, 
Philadelphia, told the Sales Congress 
in Philadelphia his idea of a budget on 


an income of $2,500 a year. It follows: 
Food, $750; rent, $600; clothes, $350; 
education and entertainment, $175; 


general expenses, $250; insurance and 
savings, $375. Where the income is 
less than $2,000 he would suggest 10% 
of it for insurance protection. Where 
upwards of $5,000 a year he would sug- 
gest 20%. 

Mr. Lynn concluded by saying that 


when a man dies there are _ three 
deaths: 1. Death of the husband. 2. 
Death of the father. 3. Death of the 
income. 





Procrastination is a mighty poor um- 
brella to carry on a rainy day, says the 
Reliance Life. 


The Philadelphia One Day Life Insurance Congress, held on Friday of last 
week, was topnotch. Fourteen hundred agents gathered at the Bellevue-Stratford 
Hotel to hear the proceedings and they remained to the finish, crowding the 


boxes and balcony as well as the downstairs seats. 


Four associations partici- 


pated: Philadelphia, Harrisburg, Trenton and Delaware. The talks were much 


above ordinary. 


Joseph C. Staples is president of the association; Frank D. Buser was in 
charge of the program committee. Other officers of the association are: Pv. G. 
Woodworth, William J. Amos and James M. Dickey, vice-presidents; Niels M. 
Olsen, secretary; J. V. Harrington, financial secretary; F. H. Garrigues, treas- 
urer; C. M. Hunsicker, chairman executive committee. ‘ 

The chairmen of the sales congress committees consisted of E. J. Berlet, 
publicity; Arthur D. Murphy, reception and entertainment; John R. Fox, banquet; 
J. W. Clegg, finance; Franklin L. Bettger, attendance and registration. 
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Dr. Huebner Has 1,200 
In Insurance Class 


NOW WRITING IMPORTANT BOOK 


50,000 Copies of His Old Volume Said 
to Have Been Sold; Fine 
Educator 





Dr. S, S. Huebner, professor of in- 
surance and commerce of the Univer- 
sity of Pennsylvania, and who was in- 
surance advisor for Congress and the 
shipping board during the war, was 
described by Frank D. Buser, chairman 
of the program committee of the Phila- 
delphia One Day Sales Congress, as a 
man who has placed the entire insur- 
ance world under obligations to him 
and as an educator par excellence. He 
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was introducing Dr. Huebner to the 
congress. The professor’s talk is 
printed in part elsewhere in this paper. 

Mr. Buser traced the insurance edu- 
cational activities of Dr. Huebner back 
to 1903 and told how his class at the 
Wharton School of Finance, U. of P., 
had grown from a handful until at the 


present time the educator has 1,200 
men and women attending his insur- 
ance lectures. 


It did not take the Philadelphia Life 
Underwriters’ Association long to get 
the measure of Dr. Huebner. They 
noted that he not only had the faculty 
of imparting knowledge, but he has a 
genius for investigation and research 
work, and thus was fertile in originat- 
ing arguments for insurance, or show- 
ing a connecting link between insur- 
ance and finance, commerce, building 
and loan associations, and other en 
tities. 

Mr. Buser told of a visit a commit- 
tee of the National Association of Life 
Underwriters made to Dr. Huebner years 
ago at which they asked him to pre- 
pare the text of a book on life insur- 
ance which could be used for the newer 
men in the business. That committee 
consisted of Mr. Buser, Neil D. Sills, 
Ernest J. Clark and Charles Jerome Ed- 
wards. It is reported that the book 
has had a sale of 50,000 copies. Dr. 
Huebner is now engaged in writing an- 
other life insurance book. 

Mr. Buser said that Dr. Huebner’s 
work had been important not only to 
Philadelphia and to the students who 
had studied at the University of Penn- 
sylvania and the companies who em- 
ployed the agents, but it had been a 
tremendous impetus for educational 
work all over the country, especially 
in educational] institutes. 





Huebner Calls Tax On 
Gross Almost a Crime 


HIS 


TALK IN PHILADELPHIA 





A Levy on Policyholder and Not on 
Company, Says U. of P. 
Professor 


Dr. S. S. Huebner, who is doing such 
fine work at the University of Pennsyl- 
vania, lecturing on insurance and com- 
merce, and who has written several 
books on insurance, discussed life in- 
surance savings from the standpoint of 
being the greatest factor of safety in 
an address before the Philadelphia One- 
Day Sales Congress last week. 

The address compared the method of 
saving and investment offered by life 
insurance, now representing $8,000,000,- 
000 of assets, with that offered by the 
six other main types of investment 
open to the average person, namely, 
stocks, bonds, mortgages, real estate, 
savings banks and other depository in- 
vestment institutions, and building and 
loan associations. Ags compared with 
these, life insurance was shown to be 
the greatest savings institution in Amer- 
ica at present, absolutely safe, reason- 


ably remunerative, wonderfully com- 
pulsory, free from all troubles con- 
nected with administration, and sys- 


tematic and convenient to the last de 
gree. 


Contrasts Stocks and Bonds 


Stocks, it was contended, should 
never be called an investment, and the 
owner thereof was regarded as always 
a speculator. Stock certificates con- 
tain absolutely no promise and simply 
constitute a receipt certifying that the 
holder thereof is entitled to the priv- 
ilege of participating in risk. The na- 
ture of the risk is indicated by the 
facts that the number of defunct Amer- 
ican corporations is larger than the 
the number of surviving ones, and that 
of the currently quoted issues on the 
New York Stock Exchange over ten 
per cent command a price of only 10% 
or less of par, thirty per cent of only 
25% or less, and over fifty per cent 
of only %% of par or less. The rank 
and file of men, with families to sup- 
port, and who are at the same time 
attempting to provide for old age, were 
advised to leave stocks alone, even 
when purchasing them outright. 

Bonds, as contrasted with stocks, are 
definite promises, but constitute a good 
investment only if the promisor proves 
solvent when the bond matures, or 
when interest payments are due. Yet 
perusal of the financial page will show 
that in ever so many cases the promise 
turns out to be bad. As in the case of 
stocks, bond investments have the 
shortcoming, for the average man, of 
individual selection. Of the currently 
quoted bond issues, listed on the New 
York Stock Exchange, thirty-six per 
cent of the entire number are selling 
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at present, despite the great rise in 
bond prices in the last year and a half, 
at prices indicating a yield of 7% and 
over (over seventeen per cent are 
quoted to yield 8% and over), thus in- 
dicating that they belong distinctly to 
the speculative type. Moreover, it 
takes time to save money, and sole 
reliance upon bonds, especially when 
4 family is at stake, is very dangerous, 
particularly in the earlier years. It 
takes time to build up a competency 
and it is, therefore, highly dangerous 
to start with the idea that financial 
provision for the future of the family 


should be made solely through the 
medium of bond investments. The 
same may also be said of mortgages 
and real estate. These types of in- 


vestment, moreover, also require indi- 
vidual selection, and usually involve 





DIVISION OF WEALTH 
For twenty years Dr. S. S. Hueb- 
ner has been making a study of 
securities of all kinds, and the 
more he has studied the experience 
of investors the greater is he sur- 
prised that their losses are not 
more; and the firmer his convic- 
, tion that life insurance is the one 
thing which can always be de- 
pended upon—the one thing where 
there is an agreement made in ad- 
vance and that agreement is in- 
variably carried out. The stock 
and bond mortality is tremendous. 
Dr. Huebner estimates that the 
American people have investments 
of two hundred billions. He diag- 
noses that sixty-five billions, or 
33%, are tied up in stocks; from 
thirty-five to forty billions, or 18 to 
20% are in bonds; that of the de- 
pository Institutions the savings 
banks have eight billions; life in- 
surance eight billions; building 
and loan associations, three bill- 
ions. The balance of the invest- 
ments is largely in real estate and 
mortgages. 











considerable 
expense, 


supervisory trouble and 


Eliminating Risk 


The rank and file of persons, it svas 
argued, should place their savings with 
depository institutions, such as savings 
banks, building and loan associations 
and life insurance companies. This 
method eliminates the risk connected 
with individual selection and gives the 
benefit of a proper application of the 
law of average. By leaving funds with 
depository institutions a skilled invest- 


ment management really places the 
money, thus giving the benefit of a 
fairly large return and at the same 
time obviating the risk that attaches 


to individual selection, 


Yet one great disadvantage applies 
even to this method of investment, if 
we exclude the life insurance method. 
It takes time to save, and he who tries 
to perform his duty by way of saving 
and investment for family protection 
might encounter great difficulty if he 
should die prematurely. The life in- 
surance method alone overcomes this 
difficulty. Savings left with life insur- 














GENERAL AGENCY IN UNOCCUPIED TERRITORY 


States of the Middle West that are feeding the world today are 
rich in opportunity for men of General Agency calibre. 
Liberal Contracts direct with the Home Office 
L. J. Dougherty, Secretary and General Manager 
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ance companies net an average return 
of about 4.8 per cent. The law of av- 
erage is applied to an unusual extent, 
and no large and well-established life 
insurance company has failed in the 
past thirty years. 

Convenient Way to Save 


Moreover, life insurance affords 4 
convenient method of saving, if pre 
mium payments are spread conven- 
iently over the year. But above all, life 
insurance overcomes the great hazard 
connected with bonds, building and 
loan associations or any other kind of 
investment, in that it guarantees an 
estate from the moment that the con- 
tract is signed. A life insurance pol- 
icy consists of two separate parts: 
One represents protection (decreasing 


term insurance), and the other a gav- : 


ings account (an increasing fund) just 
as in a bank or building and loan asso- 
ciation. As the savings portion in- 
creases the insurance protection de- 
creases. Thus let us assume that a 
person undertakes to save $15,000 
within twenty years. In the event of 
death, when only $1,000 has been saved, 
and assuming there is no life insur- 
ance to make up the remaining $14,000, 
the family would be left with resources 
representing a capitalized annual in- 
come of only $50. The life insurance 
policy, however, would pay the insured 
not only all of his savings of $1,000, 
but in addition the $14,000 that he did 
not have time to save. 

The speaker severely criticized our 
present system of taxing gross life in- 
surance premiums as little short of a 
the crime. This type of taxation is 
one on the policyholder and not the 
company. Those who are improvident 
and do not insure themselves against 
death or old age dependency, are not 
taxed, whereas those who. exercise 
foresight in this important matter, and 
thus benefit society by protecting 
themselves against adversity, are heav- 
ily taxed. Premium taxation is one on 
conservation, and where else is con 
servation, as. such, taxed? The tax is 
not levied upon a revenue producing 
estate or business, as are other taxes. 
One portion of the taxed premium goes 
to meet current mortality cost, and 
since the policyholder pays the tax, it 
is really levied upon loss incurred. 
The other portion of the premium rep- 
resents accumulated savings, and _ it 
may be argued, should probably pay 
some tax. Yet this tax should be small 
and should conform in extent to that 
levied in connection with savings banks 
and building and loan associations. 
Heavy taxation on life insurance is 4 
tax on thrift, and it is difficult to see 
why building and loan associations 
should be favored and life insurance 
penalized. 





STRUNK TO SELL POLICIES 


Enters 
Has 


Well Known Baseball Player 
the Insurance Fraternity; 
Many Friends 


Amos Strunk, a well known baseball 
player, and who became popular with 
the fans by reason of his ability to hit 
in the pinches, will become a life I 
surance man between seasons. He was 


sold the idea by Frank Bettger, of the 
Fidelity Mutual, himself an old ball 
player. 


Strunk is now with the White 50x 
(Chicago, American League). 





C. B. CRAIN LEADS 

C. B. Crain, of the T. P. Rogers 
agency, came back into his own again 
during the third week of March as 
Bankers Life leader and won the post 
tion at the top of the Honor Roll with 
a total production of $57,000. Mr. 


Crain is one of the leaders of the er 
ers Life sales force from the standpolm 
of ability, energy and ambition. 
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Insurance Buyers 
Everywhere at Hand 


FIELD NOT NEARLY COVERED 


Address of Winslow Russell, Vice- 
President of Phoenix, Delivered 
in Philadelphia 


Winslow Russell, vice-president of 
the Phoenix Mutual Life, is always a 
welcome visitor at sales congresses and 
other gatherings of producers. He has 
one of the most agile, inventive minds 
in the busingss and has the happy fac 
ulty of giving his addresses a construc- 
tive twist. As an of 
gales conditions he is easily one of 
the most able men in the business. 

The topic Mr. Russell’s talk in 
Philadelphia was “The Buyer, ‘The 
Salesman, The Effort, The Record.” 
Some high points his talk, 
were illustrated by charts, follow: 

Four questions should be asked 
the beginning—Are there a_ sufficient 
yumber of buyers in my territory? Am 
| equipped or can I prepare myself to 
serve these buyers? What amount of 
effort will be required to succeed and 
how shall it best be directed? What 
are the pecuniary considerations? 

The first chart shows that within the 
territory covered by those in attend 
ance at this congress there are more 


sales analyzer 


of 


of which 


at 


than 4,772,828 people, divided as fol 
lows: Philadelphia, 1,823,779; four 
cities of 100,000 or over, 435,550; six 


cities between 50,000 and 100,000, 361,- 
664; two cities between 25,000 and 50,- 
000, 66,182; cities and towns below 25,- 
000, 2,085,708. 
Insurable Population 
An insurable population may be des 
ignated as “male whites over 21 of na- 
tive or foreign birth, excluding illit 
erates.” Philadelphia has 384,551 with- 
in that description. The first group of 
cities has 94,719; the second 81,691; the 
third 16,015 and the smaller and coun- 
try territory 422,044. These figures of 
possible prospects may be liberally dis 
counted and in their places may be in 
cluded a very large number of business 
women not now included. Surely there 
can be no question of the potential 
bessibilities of your field of operation. 
Upon the second question—What 
kind of a man can sell many of these 
reople needed protection? Chart No. 2 
Suggests four major qualifications. 
Place the other qualities as you please, 
but we should agree that “Integrity” is 
always the first essential of a real life 
surance salesman. He may serve 
his company or his clients with fidelity 
or he may leave wreckage all along the 
trail. “Loyalty” to his company and to 
those he serves should be well balanced 
but conspicuous to both parties. ‘“En- 
thusiasm” will be essential whether at 
Work in his twenty-fourth hour or his 
twenty-fourth year. “Persistence” again 
Well balanced will crown his efforts 
and mark him as the success, while 
lacking it, even with all the other three 
qualities, failure will come. 
_ What about, the effort and its diree 
tion? More life insurance salesmen 
have failed because of lack of effort, 
or through undirected and misdirected 
effort than through all other causes. 
sowie life insurance salesman should 
~~ iS Career with an honest deter 
mination, the first day, to svstemati 
ao og his work, and then persist in 
plan and in the work neces- 
Sary to carry it through. 
Interviews Analyzed 


Re Plan is worth much without a 
orker to carry it out. 


Hundreds of 


experiences could be shown but the 
one will suffice. Sixteen leaders, earn- 
ing good money, permit their incomes 
to rise and fall as they lag or press 
their effort. One month 1,377 inter- 
views with $457,000 in new business. 
The next month a slump in interviews 
down to 1,163 with a like slump in 
business to $306,000; then up to 1,613 
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interviews and up to $544,000 in pre- 
miums again; followed by another 
slump on interviews to 1,433 and to 
$412,000 in business. 

The two curves always follow each 


other. Try it with enthusiasm and 
persistence and see both the curves 
go up, remembering that the upper 
curve plus the right direction of the 
interview earns the commission, pays 
the bills, educates the children and 


best of all, serves the needy buyer. 

I have a chart which shows the 
sult of well directed sales effort 
shows sixteen men totaling in pre- 
miums $179,657, a sale in every four- 
teen interviews and every interview 
worth $4.13 in cash. How much effort 
should be expended upon early inter- 
views? When should we divert our 
attention from the slower type of 
buyer to the more active prospect? 

Another chart shows that out of 214,- 
299 reported interviews, 70.7% of them 
are in first or second interviews. A 
report of a like nature upon nearly 
fifty millions of business shows an in- 
teresting comparison for 59% of all 
this business was closed upon first or 
second interviews. All real salesmen 
should set their effort at a given pro- 
gram of daily interviews and adhere 
to it. The greater the degree of fidel 
ity to a well directed effort, the sooner 
the day when “success” can be written 
in large letters over your door. 


re- 
and 


The Reward 
The reward? How many times dur- 
ing recent weeks have we seen state 


ments from our friends in the fire in- 
surance business—‘We made no under- 
writing profits last year but earned our 
dividend upon our investments.” A 
thousand sermons could be written 
around the word “budget” as applied 
to the life insurance salesman. Could 
“a means be found by which our sales- 
men could be forced to conserve their 
time and money, there never would be 
any “rainy day” in the insurance man’s 
life, and there would be ample yearly 
“underwriting profit” plus investment 
profits never before even dreamed of. 

The average life insurance salesman 
has no definite budget of his life, but 
permits himself, long before he can af- 
ford it, to scatter his efforts in too many 
directions. His day is largely misdi- 
rected and much of it wasted, and in 
far too many cases he spends all of 
his income before he gets it. 

Life insurance men! Begin today to 
survey the wastage of your business 
life. If most life insurance men re- 
ceived the same rate per hour for 
wasted time as they receive for used 


Philadelphia Sales Congress 


—"' 





time, many of them would double their 
incomes. The pity of it is that most 
of us don’t know where or how the 
wastage comes. Finally—finances, re- 
wards, income, whatever name you call 
it! Watch the income, budget the out- 
go, invest a part of that income! 

A considerable number of salesmen 
whom I know are living rigidly under 
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a plan by which for a year or two they 
use both new and renewal earnings to 
establish themselves in the business, 
thereafter laying their budget of ex- 
penses to fall with certainty within 
their first commission earnings and 
then they regularly invest all renewal 
commissions. Have you figured what 
it would mean if you should do it? 
When the Rainy Day Comes 


The final chart shows what the hun 


dred thousand and the two and three 
hundred thousand dollar man can do 


with investment profit when the later 
rainy day comes. It shows that $3,000 
a year in new premiums for three years 
maintained at that figure will at the end 
of three years permit an investment of 
$450 a year thereafter from renewal 
earnings. Invested at 4% the thrifty 
salesman twenty years later has a nest 
egg of $13,951. If he pays for $4,000 a 
year for three years, then annually in 
vests his renewal commissions, he has 
a nest egg of $18,581. $5,000 likewise 
provides $23,226; $6,000, $27,871; $7,000, 


$32,512; $8,000 $37,162; and $9,000, 
$41,868, 
Plan the budget to live within the 


first premium earnings, live within that 
budget, carefully invest all renewal 
commissions and year by year in every 
way make your business stick and pay. 

Consolidating our suggestions, then, 
we seem to have an ample number of 
buyers near our door. We have or can 
have, all of us, the qualities that will 
appeal to these buyers. At our fingers’ 
tips are hours that now wasted may be 
used and if carefully used, they can be 
coined into dollars for us; and best of 
all, the more we coin, the more pleas- 
ant homes for those we serve, the more 
crooked places made straight with the 
monthly income checks, the more chil- 
dren educated, and long aftef* we have 
departed others will have the benefit 
of our work on the one hand and of 
our thrift on the other. 

What business on earth can compare 
with ours? 


MORE CAPITAL 
The shareholders ef the Detroit Life 
Insurance Company at a special meet- 
ing held at the Home Office, Detroit, 
March 15, voted to increase the capital 
stock from $150,000 to $1,000,000. This 
increase is due to the rapidly expand- 
ing business of the company, and will 
permit the extension of the business 
into other states. The Detroit Life ex- 
pects to occupy its new ten story office 
building on the corner of Park and 
Columbia Avenues, Detroit, within the 
next sixty days. 


WRITES BEFORE CALLING 
Ww. J. Amos Has Three Letters Which 
Line Up Prospects for Busi- 
ness Insurance 

William J. Amos, of the Penn Mutual, 
discussing small corporations as insur- 
ance possibilities, last week at the 
Philadelphia Sales Congress, told how 
much easier for the average agent it 
was to sell the little fellows than the 
big fellows. In selling big corporations 
the sale has to be put over with a large 
number of directors, sometimes, or with 
an old man who has gotten along all 
these years without insurance and be- 
lieves that he can continue doing so. 
The younger men in the business re- 
spect the older man, who has probably 
built the concern up, and more fre 
quently agree with him about the busi- 
ness insurance proposition. 

In the case of the smaller businesses, 
however, the agent can never want for 
prospects, because he is completely sur- 
rounded by them; nor are arguments 
for insurance scarce. 

Mr. Amos’ plan is to make up a list 
from 150 to 500 partnerships and 
then send out a series of three letters. 
The arguments for the insurance will 
be found in the letters and when the 
agent calls he finds a sympathetic 
audience. He does not expect to write 
every prospect nor anything like that, 
but helieves that one out of seven can 
be landed. He sees no reason why 
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seven or eight firms cannot be seen in 
one day, especially the smaller ones. 

In Philadelphia these partnership 
policies are payable to the partners, 
not to the firm. Mr. Amos believes 
that when the policy is sold there 
should be an agreement between the 
partners filed along with it, so that 
there can be no misunderstanding. 
The speaker recited the advantages of 
partnership insurance when the time 
came to need it: protection of credit, 
available funds, survivorship of busi- 
ness. 





All the statistical and economic or- 
ganizations that study business condi- 
tions agree that 1923 will be a year of 





prosperity. 
In 1922 the Pacific Mutual Life re- 
ceived 5,786 applications for non- 


cancellable income policies, calling for 
$529,249 in premiums. 
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Shuff Hits at Babson 
In Philadelphia Talk 


NO “IMPARTIAL” ADVISERS 





Cincinnati Man Has No Use for Ad- 
visers; Banquet a Successful 
Affair 





John L. Shuff, former president of 
the National Association of Insurance 
Agents, and also former postmaster of 
Cincinnati, has no patience with Roger 
W. Babson’s insurance advice to the 
effect that ‘wise investors” change 
their insurance, invest with the pro- 
ceeds, and then re-invest in some other 
kind of insurance. Speaking to the 
Philadelphia Sales Congress banquet on 
Friday night he said bluntly: “Mr. 
Babson is a fool.” 

The Cincinnati man in a conversa- 
tion with the representative of The 
Eastern Underwriter following the ban- 
quet, said that abstractors and people 
who disturb insurance were pests; and 
he described Babson’s suggestion that 
clients confer with “an impartial in- 
surance advisor” as irritating, in view 
of the fact that there isn’t any such 
animal. Mr. Shuff told with consid- 
erable amusement the way he, acting 
on behalf of the Cincinnati insurance 
fraternity, had run an abstractor out 
of that town by having him shadowed 
by a detective who reported back to 
Shuff every time he called on anybody 
‘so that the man interviewed could be 
reached on the telephone and asked 
what it was all about. The detective 
rode on the same street cars, ate at 
the same restaurant and hung about 
the lobby of the hotel frequented by 
the policy analyzer; who at the end of 
six weeks of this constant surveillance 
became disgusted and left town. 

Mr. Shuff is in indifferent health; and 
is at the present time visiting Atlantic 
City after trying at Pass Christian, 
Miss., to free himself of a nervous and 
physical strain the result of 51,000 
miles of travel in the interest of the 
National Association of Life Under- 
writers while president. 

Jolly Talk by Dr. Green 

Reverting to the banquet of the 
Philadelphia Association, which was at 
the Bellevue Stratford on Friday night 
of last week, the affair was most en- 
joyable, made especially so by Dr. 
Francis Green, president of Pennington 
Seminary, Pennington, N. J., a jolly 
and brilliant pedagogue who uncorked 
a flock of stories which the insurance 
men had never heard before, and who 
indulged in some first rate philosophy 
based on the seven essentials necessary 
to success. He told a story about an 
agency manager who was approached 
by a salesman looking for a job and 
asked him some pretty intimate ques- 
tions, one of which was “Do you 
drink?” Irritated the salesman re 
plied: ‘“That’s my business,” where- 
upon the manager countered with this 
one: “Have you any other business?” 

From some of the speaker's philo- 
sophical remarks these are given: 

Put fire into your work or put your 
work into the fire. 

Be upright, downright, deadright and 
all right and then you will be in right. 

Get acquainted with your neighbor. 
You might light him. 

Baltimore Sage Tells Stories 

Strickland Gillilan, a Baltimore poet, 
newspaper writer of philosophy, and 
raconteur, amused the crowd by tell- 
ing some stories, and made one of the 
biggest hits of the evening. 

One of the interesting things about 
the banquet was the large number of 
women there. President Joseph C, 
Staples was toastmaster. 


“HOW APPRAISAL 


$1,400,000 Value Given 
To Congress By Davis 





WAS MADE 





Executive Says There Was An Idea 
Worth $1,000 for Each Man 
Who Attended 





Frank H,. Davis, second vice-president 
of the Equitable Life Assurance So- 
ciety, who appraised the international 
insurance convention at Toronto for 
the delegates, was asked to do the 
same thing at the Philadelphia One Day 
Sales Congress. He is one of the re- 
markable men in the business and 
some of the delegates had come espe- 
cially to hear him. 

Mr. Davis said that any intelligent, 
thinking agent who concentrated on 
the proceedings of the congress could 
have found an idea in it easily worth 
$1,000. On the basis of 1,400 attend- 
ance he figured that the congress was 
worth at least $1,400,000 to the life in- 
surance fraternity. 

With considerable earnestness the 
speaker delved into this subject of 
recognizing real ideas, and, what is 
more important, adopting and carrying 
them out. He admitted there was no 
dearth of insurance education now; 
rather some people might think there 
was too much education and too little 
assimilation, All the lectures, all the 
talk, all the similes, all the experiences, 
all the literature in the world are tu- 
tile unless meaning and significance 
are grasped. 

Many Listen, But Do Not Hear 

There are many people in the insur- 
ance world who are using their ears 
and not their brains. There are count- 
less people who think that insurance is 
something to be mastered like the prin- 
ciples of bridge whist or of golf. hey 
feel that there is a recipe which they 
can memorize; or a lesson which they 
can copy; or an experience which they 
can duplicate. In brief, they think 
they can buy insurance knowledge and 
training as they purchase talking ma- 
chine records in the store, and then 
pick up a needle and play. 

“They can play the insurance talking 
machine if they have the right kind of 
a needle, it is true; but the agents are 
the needles and the steel which enters 
into the composition is made up of 
initiative, courage, regular, consistent 
work, and actually protiting, by as well 
as remembering the experience of 
others,” said the speaker. “You are 
to be congratulated in having heard the 
splendid talk of J. Elliott Hall, who told 
you what happens when he goes to 
the mat with a client. There are lots 
of ideas in his talk worth $1,000 apiece 
to you. If you can’t apply any of them 
you own the phonograph, but you hav- 
n't got a needle.” 

Mr. Davis concluded by advising his 
hearers not to clutter up their minds 
with useless’ things. Separate the 
wheat from the chaff, and, he cau- 
tioned, above all when being “edu- 
cated” do not grasp at the form and 
miss the substance. 





NEW GENERAL AGENCY 

Matthew Walker, the well known 
Philadelphia insurance man who has 
settled in southern California, has be- 
come associated with Harold D. Leslie, 
of Springfield, Ill., in a general agency 
of the Northwestern National. The 
name of the firm is Walker & Leslie. 
Mr. Leslie was formerly a_ general 
agent of the Provident Mutual, 











THE BY-PRODUCTS 


MEAN GOOD PROFIT 
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In the South, cotton is known as the “money 
crop,” for it finds an immediate market and fur- 
nishes the family’s finances for the coming year. 
However, the real profit of the crop is not in the 
little white tufts which are woven into cloth— 
the big profit is in the by-products of the plant 
such as oil, meal, stock feed, and guncotton. 


The big value of Group Insurance to the Agent 


is in its by-products. 


The regular commission 


on the sale of a group policy is attractive, but 
it is from the by-products that the big profits 


are made. 


To the Agent writing the case, every employee, 
sound physically, covered by the group policy is 
a prospect for regular life and accident insurance. 


—The executives of the firm are prospects for 


large individual lines of insurance. 


—The officers and directors are prospects not 
only for large lines of personal insurance 


but also for corporation policies. 


—Employees in the office and factory are pros- 


pects for life and accident insurance. 


—The heads of departments, superintendents, 


and foremen are prospects for 


large 


amounts of Accident and Life Insurance, 


including monthly income policies. 


Valuable as are the lines of insurance tribu- 
tary to every group contract, not the least of its 
by-products is the prestige conferred upon the 


Agent closing the case. 


This prestige carries 


with it a cash value which can be realized upon 


by the wide-awake Agent. 


Under the Missouri State Life plan, no firm 
is too small to obtain the advantages of Life 


Insurance protection for its employees. 


MISSOURI STATE LIFE 


Insurance Company 


M. E. Singleton, 
President 


Life 


Accident 


Home Office 
St. Louis 


Health 


Group 
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Paret’s Ledger Sheet 
Proves Effective 


SMALL BUSINESS A GAMBLE 





Some Risks Can’t Be Guarded Against 
Except By Insurance Because They 
Are Unknown 





Louis F, Paret, general agent of the 
Provident Mutual, with offices in Cam- 
den, Newark and Trenton, discussed 
‘Business Men With Limited Capital,” 
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in business than business life insur- 
ance. It acts as a balancing pole in 
maintaining an equilibrium. In reply 
to your approach idea, your prospect 
answers that he does not need life in- 
surance in his business, because he is 
the whole show—he is all the brains— 
is practically the sole owner and he 
needs no capital, etc. Such arguments 
often knock us out of step in our pres- 
entation of business life insurance. 
We make the mistake of then slipping 
back. and trying to increase his per- 
sonal insurance. True, business life 
insurance today may mean but addi- 


THE PROVIDENT LIFE AND TRUST COMPANY OF PHILADELPHIA 
LEDGER STATEMENT . 


SUBMITTED BY- 


—AGENT 
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The figures given above are GUARANTEED and not estimates for the future. 


They illustrate the fact that a policy 


is always an asset for its constantly increasing Cash or Inventory Value and that only a small portion, if any, of the 


premium deposit need be charged off as an expense. 


* The premium deposit and ledger cost quoted hereon will be materially reduced by such dividends as may from year 


to year be declared. 


at the Philadelphia Sales Congress. He 
said in part: 

‘In presenting business life insur- 
ance to the man of small business, with 
little invested capital, I want to sug- 
gest to you three ideas: First, an ap- 
proach idea; second, the value of a 
ledger sheet; third, effective language. 

All Business a Gamble 

“‘T want first to preface these ideas 
with this thought, all business is a 
gamble, and, paradoxical as it may 
seem, the smaller the business, the 
greater the gamble. 

“In the large business, with its wide 
and varied interests, and many exec- 
utives, the law of average is a factor 
of safety. In the one-man concern, 
‘there ain’t no such animal’ as the law 
of average. 

“Life insurance is a science, not a 
gamble. Through business life insur- 
ance, the man or men of small busi- 
hess, with little capital, can hedge 
their chances, can know, to a certainty, 
that they are working with the law of 
average and not against it. 

“Due to ever changing conditions, 
business is continually in the act of 
maintaining an equilibrium. These 
changes are as often unforeseen as 
they are foreseen, and this very fact, 
that they are oft-times unforeseen, is 
your greatest reason for business in- 
surance. There is no greater stabilizer 





tional personal insurance. On this, 
you can agree with him. 

“Then, I come back to my approach 

every business has its good years and 
those which are not so good. A grow- 
ing business finds its peaks growing 
higher and higher. Then I draw a 
wave line chart and I say, here you are 
today and as long as you stay here 
(on the line) life insurance may prove 
no factor in developing your business. 
Can you stand still? Do you want to? 
Fall down, and you need financing. 
Grow, and you need capital. More still, 
you will need additional brains. To 
hold worth while associates, you must 
give them an interest, and have a plan 
whereby the business is not going to 
slip away from them in event of your 


decease. Again, today, your banker 
may not require you to put up life 
insurance. 


“The prospect may not recognize the 
value of it, in extending credit. The 
day is soon at hand, however, when he 
will, and then he will demand it. If 
he does not soon recognize it, some 
other official will be in his place who 
does, and who demands it. 

The Ledger Sheet 

“Today, possibly, you have all the 
credit you need. Be laid up for six 
months, then how about it? Life in- 
surance will certainly be a factor with 
your credit at such a time. The man 








PROVIDENT MUTUAL 
LIFE INSURANCE COMPANY 


Or PHILADELPHIA 


The Provident, organized in 1865, as The Provident Life and Trust Com- | 
pany, preserves a continuous corporate existence, but, having mutual- 
ized, will be known hereafter as the 


PROVIDENT MUTUAL 


Life Insurance Company 
of Philadelphia 
and will maintain the reputation and tradition which have arisen from 
fifty-eight years of conspicuous fair dealing. 


The policies of the PROVIDENT MUTUAL contain new and attractive 
features, including the recently adopted and exceedingly liberal Total 


and Permanent Disability Clause. 


An Increased Dividend Scale for 1923 























of small business can capitalize the 


future earnings, can incorporate him- 
self through business life insurance. 
The business man hedges with insur- 
ance every risk except the risk of his 
greatest asset. Then I hammer this il- 
lustration home. What would you 
think, I ask, of a trolley company that 
insured trolley cars and barns but left 
their power house without insurance? 
You are the power house. 

“Next, the ledger sheet. There is 
nothing new about the idea of present- 
ing business life insurance with a led- 
ger sheet illustration. Here is one of 
the twenty-year endowments, age 35. 
The business man can see the money 
value of the sinking fund feature at 
once. But the greatest value of this 
plan is to get the concern whom you 
insure to adopt in their books an in- 
surance account on this basis. I am 
doubling business life insurance with 
concerns that I have insured in the 
past where their ledger sheet shows 
that business insurance is now on the 
credit side—that insurance is no longer 
an expense. 

“Remember, effective language makes 
the best dress for the presentation of 
your proposition. Speak of the man’s 
business as the child of his brain. Talk 
of the future of the business as his 
heart’s ambition. Tell him that it is 
his parental privilege to perpetuate 
his name.” 


LAWSON MADE GENERAL AGENT 


James T. Lawson, recently appointed 
general agent by the National Life In- 
surance Company of U. S. A. for the 
territory comprising southeastern Penn- 
sylvania, the eastern shore of Mary- 
land and the State of Delaware has es- 
tablished headquarters in Philadelphia 
with offices in the Otis Building. At 
the outset he is giving attention main- 
ly to organizing a field staff through- 
out his jurisdiction. General agent 
Lawson was for some years agent for 
the Equitable Life of New York. 


Hall’s Income Talk 
Makes Fine Impression 


ROUTS 





ALL INTERRUPTERS 





Penn Mutual General Agent Tells 
Congress About His Own Insur- 
ance Program 





J. Elliott Hall, of Hall & McNamara, 
New York, leading general agents of 
the Penn Mutual, an agency which had 
more than $5,000,000 paid insurance for 
the first quarter of 1923, was a whirl- 
wind success at the Philadelphia Sales 
Congress last week, talking on income 
insurance, 

He announced that hé would welcome 
interrupters, and there were some, but 
finally they subsided as they were no 
match for the nimble wit and clear 
thinking of the speaker, 

Mr. Hall described his own insurance 
which has attracted attention all over 
the country by reason of its unique and 
comprehensive provisions. He has 
three daughters and an adopted son. 

After making provisions for business 
insurance payable to his partner, Mr. 
McNamara, there is $20,000 payable to 
Mrs. Hall in one sum for death debts 
of all kinds, which Mr. Hall calls “the 
clean-up policy.” Then there is $800 a 
month payable to Mrs. Hall for the first 
ten years, which takes the two older 
girls to maturity. The income then 
drops to $700 a month for the next ten 
years, which takes the youngest daugh- 
ter, the adopted son and any unborn 
children that he might leave, to ma- 
turity. 

The above sums would be payable to 
Mrs. Hall, if living, or to the children 
born of her marriage with Mr. Hall 
for ten and twenty years, which means 
that the children are going to be pro- 
vided for and educated whether Mrs. 
Hall lives or dies. 

Mrs. Hall’s income 


after twenty 
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MASSACHUSETTS 
LIFE INSURANCE COMPANY 


of Springfield, Massachusetts 


MUTUAL 


Incorporated in 1851 





Unexcelled policy contracts, efficient life insurance service, and a 
net cost that is notably low—these are three of the reasons why the 
name Massachusetts Mutual is synonymous in the mind of the insuring 
public with all that is best in life insurance. During the seventy-two 
years of the Company’s history its policyholders have ever been its loyal 
friends and its enthusiastic advertisers. 
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years, from date of Mr. Hall’s death, 
would be $562 a month for life, leaving 
$150,000, insurance intact to be payable 
as follows: i 

$115 a month to the adopted boy un- 
til he attains the age of 30, at which 
time he receives $15,000 in cash. An 
income of $57.50 a month from 30 to 35, 


at which time he receives an addition- , 


al $15,000 in cash. 
The Daughters 

Each daughter, after Mrs. Hall’s 
death, receives an income of approxi 
mately $150 a month until she attains 
the age of 50, at which time, if she has 
issue surviving, she has the option of 
continuing the income of $150 for life 
and passing $40,000 at her death to her 
issue. If she has no issue surviving at 
50 the income increases ta $208 a 
month which amount she would get for 
life with a minimum of 120 installments 
payable to her issue, or her estate. 

In addition to the above insurance 
Mr. Hall has four $4,000 policies on 
each of which policies Mrs. Hall would 
receive an income of $15 per month 
until any child attains the age of 17, 
at which time she would receive $1,044 
per year for four years. This is for 
college purposes. It thus guarantees 
that she will have over $1,000 a year 
for four years for each child. 

An agent interrupted Mr. Hall to ask 
if his insurance plan was not too ex- 
pensive—or only such as avery wealthy 
man can carry. He answered in the 
negative, saying that his net premiums 
amount to about $80 a week and that 
he considered this a saving and not an 
expense. 

Mr. Hall said he wanted it under 
stood that in adopting his program he 
has some continuous monthly income 
insurance ind that he has availed him- 
self of every one of the settlement op- 
tions in his policies. In other words, 
a combination of options is used. He, 
therefore, advised that agents study 
the options in their contracts and if 
they do not they cannot carry out the 
wishes of the insured. 

$5 a Month 

At this point Frank H. Davis, second 
vice-president of the Equitable Life As- 
surance Society, asked Mr. Hall what 
was the lowest monthly income he 
would recommend. Without any hesi- 

“tation Mr. Hall answered: 

“Five dollars a month.” 


Continuing along this line, Mr. Hall 
said: 

“It is the income idea and not the 
size of the income that counts. The 


same general idea that applies to my 
own insurance can be worked out on 
smaller amounts of insurance—as low 
as $10,000 or $20,000.” 

Just as soon as an agent starts build- 
ing these constructive programs he 
will find the character of 
changed. The size of his policies will 
automatically increase and his insur- 
ance will be more attractive to sell, 
because people think of insurance in 
entirely different terms and amounts 
when they think of income. 

“When you talk $10,000 to a man that 
seems like a lot of insurance, but when 
you speak in terms of $50 a month the 
man asks how his wife could possibly 
get along on so small a sum; notwith- 
standing the fact that if $10,000 were 
invested at 6% net it would only yield 
an income of $50 a month,” the speaker 
said. 

“Contingencies” 

One agent asked if insurance were 
all on income plan what would a widow 
do for the contingencies requiring large 
cash payments. “What contingencies?” 
asked Mr. Hall. The agent replied: 
“Burial expenses, hospital operations, 
surgeon’s fees, dentist bills.” 

Mr. Hall’s come-back was this: “If 
insurance is left in one sum these va- 


his selling. 
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rious creditors know about it and 
charge accordingly. The expenses will 
be larger. If they know that they have 
to receive their compensation over a 
period of months, or even years, the 
charges will come down. They will be 
reasonable and that’s all that they can 
expect.” 

Mr. Hall said that any bill which can 
be paid with principal could be paid 
with income and that there are in real- 
ity no contingencies that can arise 
where the widow needs one sum for 
contingency as much as she does an in 
come for life. For instance, if she uses 
principal to meet these contingencies 
her principal is gone so that her in 
come is materially reduced and perhaps 
all wiped out. If she stretches her pay 
ments over a period of months, while 
it may cripple her, at the same time 
the principal is still there while the 
income continues. It will only cripple 
her to the same extent as any man is 
handicapped if he has to meet these 
contingencies during his lifetime. The 
unexpected expense always’ cripples 
anybody. 

Beginning an Interview 

Mr. Hall said that a 
start an interview leading up to the 
buying of income insurance is this: 
“Do you get your compensation at the 
beginning of the year in one sum?” 
To this the man always replies “no.” 
“If you did, Mr. Prospect, do you think 
that you would have one-twelfth of it 
December 1st?” The next question: 
“Do you give your wife her allowance 
in one sum at the beginning of the 
year?” “No.” “If you did give her the 
allowance in one sum at the start of 
the year do you believe she would have 


good way to 


one-twelfth of it December 1st?” The 
reply here, of course, is “No.” “Well, 
Mr. Prospect, if you have not confi- 


dence in yourself for 12 months and in 
your wife for twelve months how do 
you expect she is going to be able to 
handle her money in such a way that 
she will be taken care of for life. That 
is what you ask her to do when you 
leave your insurance payable in one 
sum.” 

Frank H. Davis described Mr. Hall’s 
talk as one of the most valuable he had 
ever heard. He had the correct idea 
of service; in some respects was ahead 
of his time, but he believed that his 
ideas would largely and ultimately pre 
vail. Mr. Hall also gave an income 
talk before the Rochester congress. 


Saving Business From 
Liquidation or Merger 


IT IS DUTY OF INSURANCE MAN 


Hunsicker Tells of Experience in 
Writing Small Corporations; Helps 
Arrange Agreement 
Clayton M. Hunsicker is one of the 
best writers of business insurance in 
the country, and has long been a star 
man with the Fidelity Mutual. He told 
the Philadelphia sales congress of his 
experience writing small corporations 
and gave suggestions. Philadelphia is 
one of the oldest cities on this contin- 
ent and one of the wealthiest, but re- 
cent inquiry has developed that of con 
cerns more than one hundred years old 
that city has only seventy-seven, and 
quite a few of these are insurance com- 

panies and fiduciary institutions. 
When one stops to consider the thou- 
sands of firms or corporations which 
have been doing business in such a 
conservative city as Philadelphia and 
then notes their mortality the philos- 
opher is saddened, but there are plain 
reasons for the mortality and the busi- 
ness man of the future has at his dis- 





posal the opportunity to cut down on 
this mortality. Firms and corporations 


fail because provision has not been 
made for carrying them on. when the 
directing force which built them up has 
been spent. Provision must be ar- 
ranged to take the place of the men 
who die or grow old. Younger men 
must be brought into the business, and 
a very important factor is insurance to 
make sure that the business is per- 
petuated. 
Why There Are So Many Liquidations 

Mr. Hunsicker gave some examples. 
He took the case of a corporation of 
which only three active men are left, 
A, B and C, each owning $20,000 worth 
of stock. The widows of D and E also 
own $20,000 of stock. If either A or 
B or C dies, leaving estate to the 
widow, the control of the corporation 
will be in the hands of three women. 
But, worse than that—the real control 
will probably be in the hands of three 
lawyers, the attorneys for these 
widows. Thus, the business would be 
controlled by attorneys instead of by 
business men, and the ultimate fate of 
the concern can be imagined. With 
the control in outside hands the active 
men running the business lose heart or 
become disgusted and eventually the 
business is liquidated or absorbed by a 
competitor. 

Mr. Hunsicker then went into detail 





The Mutual 





TRIED AND APPROVED PLANS 


For 78 years this Company has confined its 
business to tried and approved plans. 


Its appeat is to those who want pure life in- 
surance with the most liberal features and 
at the lowest possible cost. 


Insurance Company 


of Newark, New Jersey 


Benefit Life 








illustrating how insurance can save the 
business, even if A or B or C is up. 
insurable. An agreement is signed 
which will bring order out of chaog jn 
case of death, and the wording of the 
agreement Mr. Hunsicker has fixed up 
by his own attorney—not the corpora. 
tion’s—wherever possible. The agree. 
ment giving the necessary protection to 
everybody, coupled with insurance to 
furnish the necessary funds covering 
the automatic transactions (so that the 





C. M. 
es Ue OO re ea 
cash will not be taken out of the busi- 
ness), works beautifully and the busi- 


HUNSICKER 


ness is saved. 

There are many angles to the situa 
tion. Mr. Hunsicker has it all figured 
out so that every contingency can be 
taken care of automatically, and _ the 
writer suggests that Mr. Hunsicker be 
invited to New York, Boston or some 
other city and the hall be planted with 
agents presenting to him specific situa- 
tions—there are dozens of them—and 
have him answer them. It would make 
a most valuable evening, if Mr. Hun- 
sicker would consent to appear. 





FAMOUS HARRIMAN WILL 
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Vast Estate Disposed of in One Sen- 


tence; Paul Clark Agency Using 
Document Effectively 

The Paul Clark general agency of 
the John Hancock Mutual Life at Bos 
ton, is using a clever plan to create 
interest in prospects. 
EK. H. Harriman has become famous 
amongst lawyers because of its brevity. 
It contained simply the statement that 
he left everything to his wife. Dispos 
ing of his vast estate with such brev- 
ity created a sensation. Because it 
lacked all of the familiar devices used 
to guard the document and the testa- 
tors wishes, intense interest has always 
been shown in it, with 


that it could not stand. The form has 
been much used by others. 

The Paul Clark agency is sending 4 
small folder out to prospects called 
“Your Will—Have You Made It?, 
which tells about the Harriman will 
and offers to send a copy of it to any 
one asking for it. Excellent results 
are being reported in getting prospects 
and in closing business based on thé 
idea of making a will. 





CANADIAN RE-INSURANCE CO. 

The Re-insurance Co. of Canada, 10 
cated at Waterloo, Ont., has been oF 
ganized to do a life and accident Tre 
insurance business. The company has 
@ capital of $2,000,000, of which $125, 
000 has been paid in in cash and 4 
like amount for surplus. ‘The follaw- 
ing are the officers: President, 5. 


Tweed; actuary, A. J. Hueneyard; sec 
retary, M. J. Smith; medical directot, 
Dr. W. L, Hilliard. 
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Bs. Oneration 
Made Congress 
; se 








Qne reason why the Philadelphia 
Sales Congress was such a big success 
was that the entire association got be- 
hind the movement and gave every as- 
sistance possible to Frank D. Buser, 
chairman of the program committee, 


who had outlined a most attractive ora- 
torical feast for the day. 








FRANK D. BUSER 

‘Mr. Buser, who is manager of the 
Fidelity Mutual, was once an editor 
and understands dramatic values. 
Chairman E. J, Berlet, of the pub- 
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licity committee, is manager of the 
Guardian. The pictures of Mr. Buser, 





E. J. 


BERLET 


= Berlet and Franklin L. Bettger, the 
of a net player who was chairman 
the attendance and registration for 
tone. aera are also printed herewith 
leu ve other chairmen, including 
sockets ; Staples, president of the as- 
ot on; Arthur D. Murphy, chairman 

® reception and entertainment 


ve given it a hig 


to develop and hold their business. 





Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


Pittsfield, Mass. 
W. D. WYMAN, President 


This Company has n> pursued those policies in the conduct of its business that 
reputation for stability and fair dealing. 


Has always extended reasonable assistance and encouragement to its representatives 


Has always rendered the highest grade of service to its policyholders. 


WINFIELD S. WELD, Supt. of Agencies 








committee; John R. Fox, chairman of 
the banquet committee; J. W. Clegg, 
chairman of the finance committee, 
were not received by The Eastern Un- 
derwriter in time for publication in 
this issue. 

The Philadelphia congress will pass 
down into life insurance history as 
one of the best that has ever been 





FRANKLIN L. 


BETTGER 


pulled off. The addresses attained a 
high level and most of them were ex- 
temporaneous. The banquet was also 
a most pleasant affair. Undoubtedly 
more than 1,500 people will attend the 
congress next year because this one 
will certainly be well advertised. 


HARMELIN’S NEW OFFICE 


Opens General Agency of Columbian 
National at 1133 Broadway, St. 
James Building 


Arnold Harmelin, who has been in 
the insurance business for fifteen years 
and since January, 1918, has been gen- 
eral agent of the Columbian National 
in New Jersey, has been appointed 


general agent with offices at 1133 
Broadway, St. James Building. This is 


the second agency here as the compa- 
ny for some years has maintained an 
office at 149 Broadway, ably managed 
by C. R. Harper. 








American Central Life 


Insurance Company 
INDIANAPOLIS, INDIANA 
Bestablished 1899 


All agency contracts direct with the company 


Address: 
HERBERT M. WOOLLEN, President 
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Huff Letter Handed 
Out to Newspapers 


TOO CRYPTIC FOR REPORTER 
Manager Will Continue Writing Person- 
al Business, But Wants Name 
Left Off Honor List 





The Perez F. Huff general agency 
of the Travelers in New York called in 
the insurance reporters this week and 
handed out a letter which Mr. Huff 
had written to John L. Way, vice-presi- 
dent of the Travelers. It apparently 
grew out of the 1922 Honor List of 
Leaders, issued by the Travelers re 
cently on which, under the head of 
“Leading Personal Producers of Life 
Insurance for the Company,” Mr. Huff 
was first. Other Huff agency people 
on the list were L. B. Bloom, Miss 
Mary Z. Shapiro, who, by the way, is 
leading the agency, D. M. Bressler, 


Morton Schiff and Oscar Reinach. 
Forty‘ive names .are printed on the 
Travelers’ list, of which the Huff 


agency had more than any agency in 
the country. The letter sent to Mr. 
Way reads as follows: 


“While it is a great satisfaction to 
me to receive from you almost every 
year a congratulatory letter stating 


that I rank number 1 as the largest 
personal producer for the company, I 
believe that I am not doing justice to 
the agents in the field to compete with 
them, and, therefore; would suggest 
and request that my name be elimin- 
ated from the list of personal writers. 
I believe that all general agents of the 
company will recognize this spirit of 
fairness and I hope you will appreciate 
my earnest endeavor to co-operate with 
the company in establishing a better 
feeling in the hearts and minds of the 
agents in the field who probably might 
resent the leadership of personal pro- 
duction by a general agent. Reference 
is particularly made to the number 


from this agency on the 1922 list of 
‘Leading Personal Producers,’ which 


speaks for itself.” 

The reporters found the letter to be 
rather cryptic. They read it several 
times. Finally, George H. Holden, vet 
eran correspondent and hero of a 
thousand intellectual scrimmages, 
beamed brightly: 

“Ah! This is a fine news story,” he 
said. “The largest Travelers personal 
producer is no longer to personally 
produce.” 

Ignoring his split infinitive, the Huff 











representative said quickly: “No, Mr. 
Huff will continue to write personal 
business.” 

“Then Mr. Huff means that his name 
is to be eliminated from the list of per- 
sonal writers in the company’s honor 
list?” 

“Correct.” 

Mr. Holden continued puzzled: “| 
don’t quite see why any agent should 
resent it being stated that a general 
agent did lead in personal production 
if such be the fact, nor why their 
hearts should beat faster, nor their 
minds be easier if the general agent’s 
name were left off; and what business 
is it of the newspapers anyway?” 

“You don’t quite get it,” said the 
representative. “It is an important and 
far-reaching step.” 

Mr. Holden retired and telephoned 
“The Insurance Press” not to hold up 
the front page any longer. 


LITTLE REJECTION OF CLAIMS 
Contests Are For Protection of Right- 
ful Beneficiaries; Small Pro- 
portion Involved 





Every life insurance claim rejected, 
is contested not for the protection of 
officers or stockholders, but solely for 
the protection of the honest policy- 
holders whose premiums the company 
holds in trust for their benefit and the 
benefit of their designated benefi- 
ciaries, said T. W. Blackburn, general 
counsel of the American Life Conven- 
tion, in an address recently. 

The number of life insurance cases 
disposed of in the courts of last resort 
in the United States, as shown in 
Deitch’s Digest of Insurance cases for 


eleven years, 1910 to 1920, inclusive, 
including assessment life insurance 
and exclusive of fraternal cases, is 
1912. In the same years the fraternal 


societies appear in 1,773 cases. The 
average number of life cases per year 
is 175 and of fraternal cases 161. In 
the year ending 1910 there were 153 
cases reported, and in the year ending 
October 31, 1920, life insurance compa- 
nies were parties to, or indirectly in- 


terested in, 192 reported decisions. 
There were 181 legal reserve compa- 
nies in 1910, and 292 listed in 1920. 


The total volume of business at risk, 
not including industrial policies, in 
1910, was $13,200,000,000, and in 1920 
was more than $25,000,000,000. 

The record in 1910 was about 8-10 
of a case per company, and in 1920 the 
ratio was 63-100. The volume of busi- 
ness in force was increased nearly 300 
per cent. This means there were, 
probably, at least three times as many 
policy claims settled in 1920 as were 
settled in 1910, 

WHAT IDEAL POLICY COVERS 

In describing some of the features 
that should, in his opinion, be covered 
under an ideal policy, F. H. Small, as- 
sistant secretary of the Pacific Mutual, 
says: “It must provide protection for 
the dependent years of my children in 
order that I may insure their reaching 
the years of productivity well equipped 
both physically and mentally. Because 
it must provide protection for the years 
of my own productivity, in order that 
I may be insured against the impair- 
ment or loss produced by illness, acci- 
dent or premature death. Last, but by 
no means least, because it must pro- 
vide protection for that second period 
of dependency, that I may be insured 
against the humiliation of an old age 
founded on charity rather than on fore- 
sight. 





TO TAKE INDIANA NATIONAL 

A plan for absorption of the Indiana 
National Life Insurance Company, of 
Indianapolis, with policies said to ap- 
proximate $15,000,000, by the Missouri 
State Life Insurance Company, was ap- 
proved at a meeting in St. Louis. Under 
the merger plan the Missouri compa- 
ny will pay $243,912.59 and take over 
the business of the Indiana company. 
The Indiana National Life is in the 
hands of a receiver appointed by the 
Marion County Superior Court. 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 




















An unusual approach 
to Inheritance Tax in- 
surance published in 
the New England “Pi- 
lot,” is reprinted here- 


Sprinkler 
Systems 
For Estates 


with: 

Agent: “Mr. Paxton, I’ve come to dis- 
cuss with you for a moment the desir- 
ability of installing a sprinkler system 
in your estate.” 

Mr. Paxton: “Sprinkler system in my 
estate? Talk sense, man.” 

Agent: “That’s just what I am talk- 
ing, Mr. Paxton. I notice here in your 
warehouse a sprinkler system. As I 
understand it, in the event a fire 
breaks out, the heat of the fire melts 
those lead plugs and a deluge of water 
descends and puts the fire out with 
little or no damage. Is that correct?” 

Mr. Paxton: “Yes, but—” 

Agent: “Then, to make a long story 
short, the fire really puts itself out. 
Sometime you will die. That act will 
plunge your estate into a debt of $100,- 
000. If you will let me insure your life 
for $100,000, your death will not only 
create the indebtedness but will also 
create the asset to put out the indebted- 
ness—with little or no damage. If that 
isn’t a sprinkler system for your es- 
tate, what is it?” 

s * ca 
When a man reaches eighty- 


An five and is still active, still 
Agent in the ring with vigor and 
at 85 heart, why then the attain- 


ing of that age is noteworthy. 
In itself it’s a certificate of right think- 
ing and right acting—it tells pretty ac- 
curately what a man has been. Age 
of itself has dignity, but age with 
achievement cémmands admiring re- 
spect, says “Points.” E. Bain, of 
Montreal, Canada, for thirty-eight 
years an active representative of The 
Mutual Life, and a recognized writer 
of poems, recently reached his eighty- 
fifth birthday anniversary, and in cele- 
bration of that event and as an evi- 
dence of regard the Agents and staff of 
the Company presented him with an 
engraved cane. Mr. Bain is looking 
forward into 1923 and is intending to 
make it his banner twelve-month in 
business. 


& s ° 

Recently, The Eastern 
Was There Underwriter printed a 
Too Much - story from a small town 
Insurance? in Illinois about a man 


who died in what ap- 
peared to be poverty-stricken circum- 
stances. The people of the community 
were about to pass the hat when it was 
found that the subject of the town’s 
sympathy was really about the heaviest 
insured of all the inhabitants. The 
story led the John Hancock to make 
this comment in its publication, “The 
Signature:” 

Recently there has appeared in the 
insurance papers the remarkable story 
of a laboring man whose death re- 
vealed that he had insurance in force 
which would total probably in the 
neighborhood of $75,000. He took out 
his first policy at 18, and aften his 
marriage, and as his family grew, he 
added to his insurance from time to 
time making many sacrifices to keep it 
up. 

This man had the right idea, but a 
study of the reverse side of the picture 
leads to the conclusion that he “went 
wild” on the subject of insurance. He 
worked day and night himself, and his 
wife and young children were con- 
scripted into the job of swelling the 
family income in various ways so that 
the insurance could be kept up. 

Under wise guidance he could have 
carried adequate protection and built 
up © insumonce for the future, 


without sacrificing himself and his 
whole family. With the best intention 
in the world this man did the right 
thing in the wrong way. The family 
knew nothing of the insurance, and 
lacking such knowledge, it is quite 
possible that the wife, mother of seven 
children, may well have had moments 
when it seemed as if she and her chil- 
dren were paying a high price for a 
mere living. 

This story will naturally be featured 
as an “example” to folk who feel that 
they can’t “afford” to carry any insur- 
ance, or additional insurance; but we 
think it is rather an example of how 
not to do it, and a clear indication to 
agents of the importance of intelligent 
service to their policyholders. 





INSURES BASEBALL STARS 


Missouri State Life Gets $100,000 Lines; 
Agent R. C. Newman Big 
Sports Writer 

The Missouri State Life is attracting 
to its staff some of the leading baseball 
stars of the country. As a result that 
company probably carries a_ larger 
amount of life insurance on the lives 

















ROGERS HORNSBY 
ROBERT C. NEWMAN 


of well known sporting people than any 
other company. Robert C. Newman, of 
the St. Louis agency of the Missouri 
State Life, is the man who is responsi- 
ble for getting the ball players into the 
business and he is also a big personal 
writer of this business. He brought 
Rogers Hornsby, the star infielder of the 
St. Louis team into the business. 

The latest big policies to be written 
by Mr. Newman were for $100,000 each 
on the lives of Rogers Hornsby and 
George Sisler, also of the St. Louis 
team, which were taken out by the 
club. 


The Columbian National Life Insurance Company 
Boston, Massachusetts 
ARTHUR E. CHILDS, President 
Columbian National Agents are in a position to offer the best forms of 
LIFE, ACCIDENT, and HEALTH INSURANCE 


Policies backed by one of the strongest companies in the country, having 
ample capital, surplus and highest standard of reserves. 











Business in Germany 


An Intricate Problem 
HAD TO DROP 





SMALL POLICIES 





Companies Forced to Merge; Future 
Monopoly Predicted; Many Forms 
of Policies Abandoned 





The effect of currency inflation on 
the life insurance business in Germany 
was investigated by the consular serv- 
ice at the request of the Chamber of 
Commerce of the United States. While 
currency inflation has brought almost 
all branches of German business face 
to face with difficulties of all sorts, life 
insurance men claim that the troubles 
of others are nothing compared _ to 
theirs. They point out that the pre- 
miums on policies written while Ger- 
many was on a gold basis are still 
nominally the same, but paid in paper. 
When it is objected that the face value 
of the policy is also payable, when due, 
in paper marks they reply that While 
this is true it takes no account of the 
fact that the overhead cost has risen 
in proportion to the depreciation of the 
currency to such an extent that re- 
ceipts from premiums do not suffice 
even to pay the salaries of the clerical 
force necessary to collect them. As a 
result most companies have given up 
the collection of premiums on small 
pre-war policies and informed the hold- 
ers that the policies will be treated as 
fully paid up. It has thus actually been 
found cheaper to abandon the _ pre- 
miums than to collect them. The value 
of policies on which premiums have 
been abandoned varies with the differ- 
ent companies, but it is believed that 
none are still collecting on policies for 
3,000 marks or less. This represents 
the average value of policies outstand- 
ing on January 1, 1914. 

A more serious difficulty, however, 
arises from the fact that before the 
war many German companies wrote 
life insurance in foreign countries, par- 
ticularly in Austria, Switzerland, Hol- 
land, Belgium, Spain and _ Greece. 
These policies were often written in 
the currency of the country instead of 
in German marks, and premiums on 
them are, of course, collected in foreign 
currency. But under German law the 
funds of German insurance companies 
had to be invested in gilt edge German 
securities, approved as such by the 
German authorities except where the 
laws of the country in which the policy 
was written compelled a_ different 
course. Securities so approved con- 
sisted almost exclusively of national 
and state bonds bearing interest of 
from four to six per cent. This income, 
in paper marks represents only a small 
fraction of the claims due on policies in 
the currency of such countries as 
Switzerland and Holland. Efforts to 
solve this difficulty have been and are 
still being made by the German govern- 
ment, both through legislative and dip- 
lomatic action. The law of December 
30, 1921, permits investment of insur- 





Southwestern Life Insurance Co. 


Home Office, DALLAS, TEXAS 


ance funds in foreign securities to 
covet policies written in foreign cur. 
rencies, and an agreement has been 
reached With the Swiss government 
whereby a loan in Swiss francs hag 
been placed at the disposal of the Ger- 
man companies to meet their franc 
obligations to Swiss citizens, and it is 
reported that negotiations are being 
conducted with the Dutch government 
for a similar agreement. 

Such measures, however, are at best 
only stop-gaps and cannot be looked 
upon as a final solution of the difficul- 
ty. The companies are fully alive to 
the situation and are giving much con- 
sideration to the problem. The present 
tendency is to endeavor to strengthen 
the various companies by mergers, 
Several such mergers have already 
been accomplished, most important of 
which i#s the recent union of the Ar- 
minia with the Allianz, two of the larg- 
est German companies. 

Before the war four American life 
insurance companies were doing busi- 
ness in Germany, viz: The Equitable 
Life Assurance Society of America, The 
Germania Life Insurance Company of 
New York (now called the Guardian 
Life Insurance Company of New York). 
The Mutual Life Insurance Company of 
New York, The New York Life Insur- 
ance Company. 

At the outbreak of the war the first 
and third above named liquidated their 
German business and the last turned 
its business over to the German Kronos 
Lebensversicherungsgesellschaft. The 
second maintained its office in Ger- 
many during the war but did no busi- 
ness. A representative is still in Ber- 
lin and the company is carried on the 
rolls of the government insurance bu- 
reau as active in Germany, but no new 
insurance is being written. 





APPOINTS FRANK B. LOWE 





Guardian Life Names Atlanta Man to 
Develop Northern Georgia 
Field 





Frank B. Lowe has been appointed 
manager of the Atlanta agency of the 
Guardian Life. Mr. Lowe is a native 
of Atlanta and has spent his entire 
business career in life insurance work. 
He started at the bottom seventeen 
years ago and rose to the head of one 
of the most successful general agencies 
in his city. The development of a pro- 
ductive organization in Northern Geor- 
gia is work for which Mr. Lowe is well 
qualified, and he should produce good 
results. 





ST. PATRICK AND INSURANCE 


The Eastern Underwriter has received 
this letter from Manager Anderson, of 
Ordinary Agency Department, Ameri- 
can National, Galveston: 

“It gives us much pleasure to inform 
you that the early reports of our 
eighteenth birthday anniversary which 
occurred on St. Patrick’s Day, indicated 
that we have broken all company 
records for new business. It is im- 
possible to state just at this time what 
the total production will be, but the 
business now in the office is larger than 
that of any single day in the Com- 
pany’s history. We prepared some 
special shamrock coupons for use on 
this day, one of which is enclosed. 





A. B. Wood has been made vice 
president of the Sun Life, with which 
company he has spent his entire 
career. 
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Estate of Insurance 
Surer Than Others 


GREAT LAWYERS’ WILLS BROKEN 





Many Advantages of Life Insurance 
Shown From Legal Standpoint By 
Paul P. Prosser 





One of the surest ways of impressing 
upon a man the need of life insurance 
is to induce him to make a will, said 
Paul P. Prosser, an attorney of Denver, 
in an address before the life insurance 
sales congress held there recently. 
From the legal standpoint there are 
many advantages in an estate created 
through life insurance, Mr. Prosser 
pointed out in his address which was 
reproduced in full in “The Insurance 
Report” of Denver. 

There is an old saw _ obtaining 
among lawyers to the effect that if a 
man wants to be legally adjudged in- 
sane, all he has to do is to accumulate 
a fortune and die. It is said that in 
the last fifty suits to contest wills in 
this country, forty-five of the testators 
were adjudged to be of unsound mind. 

No matter how skillfully a will may 
be drawn, it may be mauled and man- 
handled by a sentimental jury beyond 
recognition. 

Samuel J. Tilden, one of the greatest 
lawyers and statesmen of his day, wrote 
his own will with infinite care; but it 
was broken. 


No Expense In Administration 

“Undoubtedly the simplest way to 
create an estate is through life insur- 
ance” said Mr. Prosser. “A policy of 
life insurance, which is in the nature 
of a testamentary disposition, is simple 
in its terms, definite in its provisions, 
and constitutes a will against which 
no statutory contest can be brought. 
Moreover, under such a will, the in- 
sured acts as his own executor. The 
estate thereby created has already been 
administered, without cost to the bene- 
ficiaries, and distribution. thereof ac- 
cording to the plain intent and desire 
of the insured begins at once upon 
his death. There are no executor’s 
fees to pay; no lawyer’s fees to pay; 
no court costs to pay; and in all of the 
states except Wisconsin and Tennes- 
see, I believe, there is no inheritance 
tax to pay.” : 

Immediate Benefits 


An added advantage afforded by an 
estate based on life insurance lies in 
the fact that the benefits accruing 
thereunder are immediately available 
to the widow and dependent children. 
Security Against Claims of Creditors 

An estate based on life insurance is 
hot only certain in its protection, but 
it provides security against the claims 
of creditors. 

No one disputes the fact that a man 
ought to pay his just and honest debts, 
and a moral and legal obligation rests 
upon, him so to do. While the law 
makes a man’s estate liable for his 
debts, yet at the same time it also 
accepts and approves life insurance as 
the means whereby he may discharge 
the higher obligations to his wife and 
children, free from the claims of any 
creditors in the business world. 

Life Insurance Estate Inviolate 

This salutary principle of public 
Policy has been laid down by statute 
in many of the states. 

The optional modes of settlemen, 
now provided by the modern life insur- 
ance policy give to its provisions a 
flexibility ard a comprehensiveness of 
operation that, both from the practical 
and legal viewpoint, add tremendously 
to the advantages of an estate based 
on life insurance. 

The optional modes of settlement 
mark the beginning of a new epoch 
In life insurance. 

_ They find their support in the prac- 
tical need of modern times. 

a They serve to emphasize the rule 
Safety First,” upon which the whole 


eory of life in anc f ic 
based. surance protection is 


The dominant idea back of the 
optional modes of settlement is the re- 
‘placement in whole or in part of the 
earning power of the insured; and as 
this idea is developed the variety and 
extent of these modes of settlement 
may naturally be expected to increase. 


Value of Income Insurance 
Income insurance is more closely 


‘allied with this modern idea of pro- 


tection than any other form of insur- 
ance, and is readily adaptable to all 
the changing conditions of our econom- 
ic life. 

It is important to note that the en- 
lightened trend of modern legislation 
is also designated to protect payments 
to beneficiaries from the claims of 
their own creditors when an agree- 
ment to that effect has been made be- 
tween the insured and the company. 
Pennsylvania and Massachusetts are 
among the states which have adopted 
statutes specifically covering that sub- 
ject. 

Insurance statistics show that 90% 
of all estates over $5,000 are dissipated 
within seven years. 

When a man provides insurance pro- 
tection for his wife and children he 
intends that it shall be the last line 
of intrenchment between them and 
want, and the policies should be 'so 
framed that not even the beneficiaries 
themselves can deprive themselves of 
the payments accruing thereunder. 

Terms Cannot Be Changed 

Where income insurance is employed 
as the basis of an estate, the contract 
should provide (as is already provided 
by statute in certain states with re- 
spect to such insurance), that the 
beneficiary shall have no right to com- 
mute, change time of payment or 
amount of installments, surrender for 
cash, borrow against or assign for any 
purpose whatever. 

In considering the benefits of income 
insurance as the basis of an estate, 
there are also presented the advan- 
tages of the so-called “trust settle- 
ment” which, in many instances, may 
be deemed to be exceedingly desirable. 

It has been said that for a life in- 
surance company “to hold the proceeds 
of one of its own. policies upon a trust 
is germane to its life insurance busi- 
ness, and that therefore the company 
is qualified to accept and execute such 
trusts without legislative authority so 
to do.” This view seems to be 
generally accepted and would appear 
to be fully sustained by reason and 
authority. 





SHARING IN EXAMINATION COST 

The Colorado insurance code bill, en- 
gineered by Senator Francis J. Knauss, 
of Denver, is having rough sledding. 
It is thought that it may be laid over. 
The bill, if made a law, would require 
that a company must pay one-half of 
the expense of an examination of its 
books by the state insurance depart- 
ment. The state insurance commis- 
sioner sought to have put in the bill 
a clause providing penalties for fail- 
ure on the part of the company to file 
with the state department a copy of 
every new form, which was stricken 
by the senate committee. It was ar- 
gued by the committee that with this 
clause left in, if through some mis- 
carriage of the mails the forms failed 
to reach the commissioner within the 
time limit of thirty days, the company 
would be barred from business in 
Colorado. 











INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIR@INIA 
RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annually or quarterly, 


and 
INDUSTRIAL Policies from $12.50 to $1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1922. 


Assets 
Liabilities 


Caphtnd am Gerpls.......ccccccccccecceccee 
WOSUTOMOS 10 FORE e concn ccacccsecnccsccase 
Payments to Policyholders................. 
Total Payments to Policyholders since Organization.................ccccceees 


JOHN G. WALKER, President 





— 
—— 











LIFE INSURANCE 


ima 


cove "M 
eat 


UNFORESEEN 


CONTINGENCIES 





Sigourney Mellor 
and Company 


NEW YORK 
21 East 40th Street 


PHILADELPHIA 
630 Widener Building 











ILLINOIS LIFEINSURANCEC 


a 


GREATEST 
ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 











next birthday. 


and are up-to-date in every respect. 


are guaranteed by State Endorsement. 


BASIL S, WALSH, President 
JOSEPH L. DURKIN, Secre 


R. E. 
INDEPENDENCE SQUARE 














HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1999 
PROTECTS THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from BIRTH to @ years 


INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from date of issue 


ORDINARY POLICIES contain valuable SPECIAL DISABILITY and TOTAL AND 
PERMANENT DISABILITY CLAUSES and DOUBLE INDEMNITY FEATURES, and 


A HOME LIFE POLICY BRINGS 
EACE OF MIND THE 
MAN WHO LOVES HIS FAMILY 


TO 


P. J. CUNNINGHAM, Vice-President 
JOHN J. GALLAGHER, Treasurer 


RYAN KYLE, Medical Director 


PHILADELPHIA, PA. 























| HOME LIFE 


INSURANCE CO. 


NEW YORK 


—_——_— 


WM. A. MARSHALL, 
President 








The 63rd Annual Report shows: 


Premiums received during the 
year 1922 
Payments to Policyholders and 
their beneficiaries in Death 
Claims, Endowments, Dividends, 

Oe Visi a dkavenaccesddecasweaunbucs 5,400,7@ 


PUNO DE deccncccencssctces 2,206,762 
Net interest Income from Invest- 
as sidadobusekivatadavciecacess 2,110,923 
($722,352 in excess of the amount 
required to maintain the reserve) 
Actual mortality experience 52.87% 
of the amount expected. 
Insurance in Force.........cccees $232,163,052 
Admitted Assets ..............+- 46,253,715 





For Agency apply to 
GEORGE W. MURRAY, 
Superintendent of Agents 
256 Broadway New York 














Build Your Own Business 


under our direct general agency contract 
Our Policies provide for: 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1650 








CAPABLE POLICY- 
PLACERS 


Can always find a satisfactory opportunity 
for work with this Company in good ter- 
ritory—men who can collect the premiums 
as well as write the applications. Why 
not make inquiry now? 


Union Mutual Life 


Insurance Company 


PORTLAND, MAINE 
Address: 
ALBERT E.AWDE, Supt. of Agencies 
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Effects of Federal 
Taxes on Estates 


SHOW TENDENCY TO INCREASE 





Method of Using Life Insurance to Off- 
set Charges; What is Exempt; 
Transfer of Property 





Because of the importance and gen- 
eral interest in the effect of inheritance 
taxes on estates, the John Hancock 
Mutual Life has issued a pamphlet on 
the subject which was prepared by 
Ralph W. McKay. The Federal estate 
tax is imposed upon all property, both 
real and personal that passes from the 
decedent to heirs or beneficiaries. Al- 
though of comparatively recent origin 
the estate tax is of permanent effect 
because there is considered to be little 
likelihood of any reduction under this 
law. The tendency is to increase 
rather than reduce them. 

The tax is 1% on the first $590,000, 
above exemptions, and increases up to 
25% on $10,000,000 and above. It ap 
plies to the entire estate, wherever lo 
cated, if the decedent was a resident 
of the United States when he died. In 
case of non-residents, it applies to 


property located within the United 
States, and without the exemption of 
$50,000. Legal residence controls ir- 


respective of citizenship. 
Transfer of Property 

Property transferred by way of gift 
or for less than fair consideration is 
taxable if made in contemplation of 
death, no matter how many years be- 
fore death the transfer was made. 
Every such transfer must be listed in 
returns required to be made by the 
executor. A transfer within two years 
of death is assumed to be made in 
contemplation of death, unless proven 
to the contrary. The burden of proof 
is on the estate, not on the Govern- 
ment. 

Exemption from Taxation 

The tax is imposed on the net estate, 
which is the gross estate less certain 
exemptions, such as: 

First, a general exemption of $590,- 
000, which mav apply to any asset of 
the estate (including life insurance); 

Second. a specific exemption of $40,- 
000 of life insurance when navable to 
named beneficiary or beneficiaries (but 
not when payable to executors or ad- 
ministrators or to “estate’’); 

Third, exemption for funeral and ad- 
ministration expenses; unpaid mort- 
gages, claims against the estate; pub- 
lic, charitable, religious and education- 
al bequests; 

Fourth, exemption for life insurance 
taken out by the insured and payable 
to named beneficiary or beneficiaries, 
the premiums on which are actually 
paid by persons other than the insured, 
out of funds not belonging to, or ad- 
vanced directly or indirectly, by the 
insured. 

In order that there may be no ques- 
tion on this point, Article 32 of Estate 
Tax Regulation 37, issued by the Treas- 
ury Department, is quoted as follows: 

Taxable Life Insurance 

“Article 32. Taxable Insurance, The 
statute provides for the inclusion in 
the gross estate of certain forms of in- 
surance taken out by the decedent 
upon his own life. Two kinds of insur- 
ance are taxable: (a) all insurance 
payable to the estate; (b) insurance 
payable to the individual beneficiaries 
to the extent that it exceeds $49,000. 
The term ‘insurance’ refers to life in- 
surance of every description, including 
death benefits paid by fraternal bene- 
ficial societies, operating under the 
lodge system. Insurance is deemed to 
be taken out by the decedent in all 
cases where he pavs the premiums, 
either directly or indirectly, whether or 
not he makes the application. On the 
other hand, the insurance should not 
be included in the gross estate, even 
thourh the application is made by the 
decedent, where the premiums are act- 
ually paid by some other person or 
corporation, and not out of funds be- 


longing to, or advanced by the dece- 
dent.” 

Therefore, under this ruling of the 
Treasury Department, if a wife pays 
the premiums on her husband’s life 
insurance, or if a husband pays the 
premiums on his wife’s life insurance, 
out of funds not received directly or 
indirectly from the insured, the entire 
amount of such life insurance at his or 
htr death is exempt from Federal Es- 
tate taxation. 





TO EXAMINE WOULD-BE AGENTS 





Philadelphia Underwriters Hope _ to 
Elevate Standards By Co-operat- 
ing With State Department 

Under a procedure prepared by the 
Philadelphia Life Underwriters Asso- 
ciation, all applicants for licenses as 
agents in that section will be exam- 
ined by an examining board composed 
of members of the association. The 
action of the board will be made offi- 
cial by the appointment of its members 
as special examiners by the Pennsyl- 
vania Insurance Commissioner and 
upon the recommendation of the board 
the licenses would be issued. The 
Philadelphia association executive com- 
mittee believes that this plan will re- 
sult in elevating the standards of life 


insurance salesmanship in Philadel- 
phia. The examining board is consti- 


tuted of the following: Frank D, Bus 
er, Earl V. Deane, James M. Dickey, 
B. C. Fenwick, John R. Fox, Charles 
F. Cannon, Frederick H. Garrigues, 
W. R. Harper, Timothy D. Thenan, 
Clayton M, Hunsicker, Jackson Malon- 
ey, Franklin C. Morse, Arthur D. Mur- 
phy, Arthur Saxon, Joseph C. Staples, 
R. B. Taylor, A. C. Williamson and 
Frederick G. Woodworth. 

To facilitate the work the members 
of the hoard are divided into two 
groups, one of which will represent in- 
dustrial companies and the other the 
ordinary companies, 


FORTY-ONE YEARS AN AGENT 

Thomas E. Myer, of Elmira, N. Y., is 
being congratulated on the completion 
of forty-one years of continuous service 
with the Provident. The company had 
had been in business onlv seventeen 
vears when Mr. Myer joined its forces. 
The company’s production that vear 
was less than one-quarter of what it 
was for January 1923. 








Liabilities ......... 
Surplus. ..... 








New England Mutual Life Insurance Co. 
87 Milk Street, Boston 


December 31st, 1922 
pT PPCTTTeeTTTeeeTeee, 


eevee 


The Dividend of $4,400,000, set aside to be paid in 1923, is 
carried as a liability and is not included 
in the Company’s Surplus. 


..+e++ 121,028,068.67 
6,938,719.02 











PURITAN LIFE ASSETS DOUBLE 
Total Insurance in Force Amounts to 
$5,017,476: Total Assets Now 
$1,058,582 





of the Puritan Life of 
Providence, Rhode Island, made by 
President Charles Perry shows insur- 
ance in force at the close of 1922 of 
$5,017,476. New insurance and addi- 
tions amounted to $1,032,698; assets to- 
taled $1,058.582 and surplus to policy- 
holders, $240.801. Premium income 
amounted to $161,552 and the total in- 
come was $211,134. The assets of the 
company have nearly: doubled during 
the past five vears and the insurance 
in force has increased over 70%. 


The report 





BENEFICIARIES’ NOTICE 


The Reliance Life issues this notice 
to beneficiaries: 

“The practice of naming as bene- 
ficiaries, persons living in foreign coun- 
tries has so frequently resulted in 
trouble, difficulty and protracted delays 
in the settlement of death claims that 
the company has discontinued the 
designation of such beneficiaries. This 
situation arises frequently in the case 
of aliens resident in this country. In 
all such instances, the . beneficiary 
should be Estate if no individual living 
in the United States is named.” 





Short calls make long friends, says 
the Equitable Society. 











sumed to be permanent. 














New Disability Clause 


Two years ago this Company devised a Disability pro- 
vision which was far in advance of any that had been previ- 
ously contained in a life insurance policy. We now announce 
a new Disability provision. Its features are: 

Immediate beginning of a lifelong monthly income. 

When total and permanent disability has lasted five 
years, the monthly payment will thereafter be increased 50%. 

When total and permanent disability has lasted ten 
years, the original monthly payment will be increased 100%. 

Total disability that has lasted three months will be as- 


Waiver of premium, of course, together with full annual 
dividends and a full annual increase in cash surrender value. 

As age increases, and the family income dwindles 
through diminishing resources, the disability income in- 
creases to meet the increased need of income. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
| of New York 
34 Nassau Street, New Yerk 




















CHAMPION WRESTLER AN AGENT 
Earl Caddock, Former World’s Title 
Holder, Joins Bankers Life Staff 
in California 
Earl Caddock, former world’s cham- 
pion wrestler, who has lived until re- 
cently at Walnut, Iowa, will soon start 
in active work ag a field representative 
in California of the Bankers Life of 
Des Moines. Mr. Caddock and _ his 
brother-in-law S. S. Burke have prac- 
tically completed arrangements with 
C. A. Reed, agency manager in South- 
ern California, to represent the Bank- 
ers Life in Tulare County with head- 
quarters at Porterville. Mr. Caddock 
has sold out his garage and other busi- 
ness interests in Walnut and has re- 

moved to California. 





CAUTION IN ADVERTISING 





Must Keep Close to Policy Contract to 
Avoid Misconstruction; Approval 
of Home Office 





The Pacific Mutual Life has a rule 
that all advertising matter used by field 
representatives shall first receive the 
approval of the home office and in ex- 
planation of this Actuary Alfred G. 
Hann says: 

“It is the wish of the company that 
all canvassing literature, whether in 
the form of a.printed leaflet, a news- 
paper advertisement or a circular let- 
ter, shall hold absolutely to the policy 
contract. It is most important that all 
such matter contain nothing which can 
be construed by a competitor, or by any- 
one else, as misrepresenting the bene- 
fits of the policy. This is also most 
important in order to avoid any mis- 
understanding by the policyholders 
which would naturally produce ultt- 
mate difficulty for the company.” 





EXCESSIVE TAXATION 
The taxes on insurance companies 
are excessive, and the following table 
of the Pacific Mutual will show what 
they have amounted to during the 
various years with that company: 


Federal State Tax Licenses 

Year Taxes on Prem. and Fres 
IMO veces $ 6816.98 $ 351.07 $ 16.554.29 
Cb Mere 7 625.60 84 457.63 19,321.90 
i 9,932.93 99,290.83 12,709 9 
1913 ...... 9,088.76 119 546.40 17,227.13 
W914 cones 9,905.14 126,500.31 16,096.41 
Te hdr 9,858.90 138,579.43 14,629.47 
1916 ...... 8,226.98 138 573.71 15,460.46 
SY eee ee 19,346.61 149,249.92 14,900.73 
1918 ...... 155,466.81 1463 952 51 16,622.84 
ye 130,998.13 187,124.13 20,789.74 
| ere 158,217.03 242,454.99 23,612.46 
| ea 116,414 60 330 763.34 24,877.72 
= ee 122,305,63 438,761.46 24,423.62 
Total  ..$764,204.10 $2,279 ,665.73 $243,225.97 


AMERICAN LIFE DOING WELL 

The American Life, of Detroit, had 
eighty-eight salesmen producing bust 
ness during the month of February 
whose production amounted in all to 
$1,250,000. The three leaders pro 
duced over $100,000 each and others 





produced $30,000, $40,000 and $50,000. 
At the rate of the progress being made 
so far in 1923 March will probably ex- 
ceed the expectations of the company 
of $1,500,000 per month or at the rate 
of $18,000,000 for the calendar year. 
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There is an Equitable Policy for every Life Insurance Need 








LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 
120 BROADWAY - NEW YORK 
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THE EASTERN 

This newspaper is owned and is pub- 
lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
86 Fulton Street, New York City. 
Clarence Axman, President and Editor; 
W. L, Hadley, Secretary and Business 
Monoger; Edwin N. Eager, Associate 
Editor. The address of the officers ts 
the office of this newspaper, Telephone 
number: Beekman 2076. 


Subscription Price $3.00 a year, Single 
copies 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 


Entered as second-class matter April 
5, 1907, at the Post Office of New York, 
March 3, 1879. 





SCANDAL BREWING 
The insurance department super 
visory situation in some of the states 
west of the Mississippi River is such 
that a scandal or a series of them is 


almost sure to break. The big, old- 
established companies do not know 
much about incidents which are the 


talk of insurance oflices in many parts 
of the country, as they are on such a 
solid foundation that they are not much 
affected, but some of the smaller ana 
more insecure companies, especially 
those transacting life insurance, could 
tell many an interesting story, were 
they so minded and it is only a ques- 
tion of time before -ome of these ex- 
ecutives will go to Hearst and give 
that publisher enough material to keep 
his columns filled for a week or so, 
Many of these experiences have to do 
with admittance or throwing out of 
securities, or being permitted to con- 
tinue doing business in a state, or 
being refused a license. It is getting 
s0 nowadays that if you have a pull 
with certain departments you can do 
almost anything, and, if not, there is 
nothing you can do. In order to win 
the favor of some of depart- 
mental chiefs, lawyers, newspaper men 
and politicians brought into ser- 
vice. The “good fellow” type of fixer, 
who can eat, drink and exchange other 
intimacies with the departmental peo- 
ple is on the job in increasing num- 
bers, and frequently is not only set. on 
putting his friends in right, but also on 


these 


are 


punishing his enemies. Stories are 
reaching the East of state depart- 
mental executives taking part in re- 
insurance deals, or in tipping off 
“friends” so they can get in. The 
situation has been aggravated by the 
growing power of the departments, 


which is one of the evolutions of the 
business. 
RISING TIDE OF MUNICIPAL BONDS 
Insurance companies in general and 
life insurance companies in particular 
have watched the rising tide of new 
municipal bond issues with considerable 
misgiving. The invitation to abuse of 
the credit facilities of cities has been 
made almost irresistible to the politi- 
cal mind that usually has the power of 
passing upon such questions in city 
governments. The long period of easy 





money rates made the cost to the muni- 
cipality low and seemed to the average 
citizen sufficient reagon in itself to get 
municipal improvements at as low a 
capital cost as had been possible for 
years, Then the tax exemption feature 
of these issues made their marketing 
sure and on favorable terms. It was 
scarcely to be expected that such an 
alluring combination of circumstances 
would be resisted and it became al- 
most impossible to resist when the 
exigencies of organized 
thrown into the balance. 

It was this situation that caused the 
life insurance companies to organize 
the large bond holding interests for 
their protection against the growing 
evil. A prominent part in the move- 
ment is being taken by Charles F. 
Cushman of the New York Life and 
the savings banks and investment 
bankers are also behind the plan. Just 
what form the protective measures will 
take is not yet clear. But if the cities 
cannot be persuaded to adopt a sound 
financial policy in creating bonded in- 
debtedness, the large investors in this 
class of securities will draw some fine 
lines of distinction themselves. 


politics were 





LEE SOLOMON HAS RESIGNED 
Pennsylvania Compensation Board Sec- 
retary To Be Succeeded by Harry 
Humphries; Roger Dever May 
Become Chairman 





Lee Solomon, secretary of the Work- 
men’s Compensation Board of Pennsyl- 
vania, has resigned. He will be suc- 
ceeded by Harry Humphries, for four 
years clerk of the Harrisburg Board of 
Revision of Taxes. Mr. Solomon be- 
came secretary of the Board when it 
was established several years ago. 
Prior to this he served as a reporter of 
the “Inquirer,” assisting in political 
news work. 

It is reported that Governor Pinchot 
will appoint Roger Dever, of Wilkes 
Barre, as chairman of the Compensa- 
tion Board to succeed Harry A. Mack- 
ey, who has resigned. For many years 
Mr. Dever has been counsel for the 
United Mine Worker’s locals in the 
anthracite region of Pennsylvania. 





STANDARD APPOINTMENT 

The Standard Accident, of Detroit, 
has appointed the Standard Underwrit- 
ers, Inc., of Newark, as general agents 
for all casualty and surety lines. The 
Standard Underwriters was formed in 
September, 1922. Irving T. Bernhard 
is president; Peter J. Henry is vice- 
president and treasurer, and Frank B. 
Mahony is secretary. All three were 
formerly connetted with the Globe In- 
demnity. 





Mrs. Pelham Blackford, wife of Pel- 
ham Blackford, general agent at Rich- 
mond for the Life Insurance Company 
of Virginia, will divide with her sister, 
Mrs. Arthur B. Kinsolving, of Balti- 
more, the sum of $45,000 in stocks and 
bonds left by their uncle, Dr. J. Douglas 
Bruce, professor in the University of 
Tennessee at Knoxville, who died re- 
cently, according to the provisions of 
his will. Mrs. Blackford was bequeath- 
ed outright all the furniture and jew- 
elry belonging to her uncle. 





LOCKWOOD MEASURES DEAD 
By Don Holbrook. 


Albany, Mar. 27.—The Lockwood 
insurance measures were all mur- 
dered in the Assembly and cannot 
be reconsidered again there this 
year. The only thing that could 
happen would be to introduce en- 
tirely new measures which at this 
writing seems unlikely. 
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FREDERIC W. FULLER 


Frederic W. Fuller,-now generally regarded as the leader among all writers 


of business insurance in America, will soon sail for Europe. 


He just celebrated 


the twenty-fifth anniversary of his appointment as general agent of the Equitable 
Life Assurance Society in Springtield, Mass., and the complete story of that 
event will be found on the first and second pages of this paper. 





Edward S. Allaire, of Allaire & Son, 
Red Bank, N. J., has returned from 
Florida. Mr. Allaire’s father, Edward 
S., Sr., now deceased, was the Home 
Insurance Company’s first agent in 
Monmouth County, N. J., having been 
appointed in 1873, fifty years ago. Ed- 
ward §. Allaire has personally repre- 
sented the Home Insurance Company 
as agent for thirty-five years. 

* a - 


Stanley F. Withe, of the publication 
department of the Aetna and Allied 
Companies gave the fourth of a series 
of radio talks last Saturday from sta- 
tion WDAK, dealing with the necessity 
of care when fising electrical devices. 
He said in part that it is not the fault 
of the electricity that causes large 
losses but rather the fault, of the peo- 
ple who attempt to use it without full 
knowledge of the precautions necessary 
for safety. He told his listeners to look 
over their homes and ascertain the con- 
dition of their electrical equipment. 
The next talk of this series will be 
about spontaneous combustion, and will 
be given April 7. 

s s o 

Robert M. McCormick, who recently 
resigned as general attorney of the 
Globe Indemnity to enter the general 
law practice will open offices on the 
fourth floor at 45 William Street on or 
about April 1. Until he takes posses- 
sion of the new offices he will remain 
on the sixth floor at the same address. 

- o * 


Miss Margaret McL. Strudwick, sis- 
ter of Edmund Strudwick, president of 
the Atlantic Life, was married in 
Greensboro, N. C., March 14, to Thomas 
May Van Plancke. Mr. and Mrs. Strud- 
wick and their daughter, Miss Jane 
Strudwick, and Mr. and Mrs. Edmund 
Strudwick, Jr., were among the out-of- 
town guests at the wedding. 





DROPS FREE INSURANCE 
The London “Times” has dropped its 
free insurance proposition. 


Miss Agnes M., English has just com- 
pleted twenty-five years of service with 
the Brown Insurance Agency of Mont- 
pelier, Vt. Miss English has done 
practically every kind of work of an 
insurance agency and has for some 
time had complete charge of the office 
end of the business. The head of the 
agency is Joseph D. Brown, former in- 
surance commissioner of Vermont, who 
is also secretary of the Green Mountain 
Mutual Fire Insurance Co. Mr. Brown’s 
various interests, in addition to his 
agency require him to be away from 
the agency a considerable part of the 
time, which is made possible by reason 
of Miss English’s knowledge of the 
business and executive ability. 


George W. Bahike, superintendent at 
Baltimore for the Metropolitan, former- 
ly representative of that company at 
Richmond in a similar capacity, has 
been unanimously elected governor of 
the Thirty-fourth Rotarv District com- 
prising the States of Maryland and 
Pennsylvania. Mr. Bahlke has been re 
cently mentioned as a probable candi- 
date for mayor of Baltimore on the Re 
publican ticket. 


E. R. Hunt, assistant secretary in 
charge of the claim department of the 
United States Casualty of New York, 
has recently returned from a_ three 
weeks trip in Southwestern Kentucky 
where he has been inspecting the coal 
fields in connection with the claim de- 
partment. 

* * @ 


E. A. Clifford, general manager of the 
Denver office and Rocky Mountain di- 
vision, of the American Credit Indem- 
nity, will give to any merchant, banker 
or wholesaler a copy of I. H. Lionber- 


ger’s book: “The Pest of Paper 
Money.”  Lionberger is chairman of 
the board. 
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Foreign Failures 
Hit Canadian Co. 


RECEIVER FOR UNION’ FIRE 





Collapse of European Treaty Compa- 
nies Given as Chief Cause; 
Losses Heavy Also 





A receiver has been appointed at 
Winnipeg for the Union Fire and Cas- 
ualty Co. of Canada. The immediate 
cause of the difficulties of the company 
is given as the failure of certain Euro- 
pean re-insurance treaty companies, ty- 
ing up some of the assets of the Union. 
Losses are also said to have been 
heavy recently, particularly in the 
West. 

In a letter to the agents of the com- 
pany, M. G. Doyle, managing director 
says: 

“It is with sincere regret that I am 
obliged to advise you that our company 
has today applied to the court for a 
liquidator to be appointed to take over 
the assets of the company, and admin- 
ister them for the benefit of the cred- 
itors. 

“This action has been necessitated 
chiefly through the failure of our Euro- 
pean Re-insurance Treaty Companies. 
One of these who owes us a large bal- 
ance, is in liquidation, and two others 
are demanding arbitration proceedings, 
which has resulted in over $50,000 of 
our money being tied up in this way. 
From present indications it would ap- 
pear that our assets are more than suf- 
ficient to meet all liabilities, and that 
all policyholders will receive full value, 
as the reserves and deposits provide 
for re-insurance of all the business and 
_ of all outstanding claims in 

“It is possible that the liquidator will 
dispose of the company as a going con- 
cern, in which case it will not be nec- 
essary to interrupt the general routine 
business of the company to any mater- 
ial extent. In the event, however, of 
4 general liquidation, I am sorry to say 
it will terminate the cordial business 
relationship existing between this of- 
fice and the field force.” 





MADE AGENCY OFFICER 





Harry C. Knowles Now Vice-President 
of J .C. Kalbfleisch Co., Rochester; 
Well Known Field Man 





Harry C. Knowles became vice 
President of J. C. Kalbfleisch Co., Inc., 
of Rochester, New York, on March 1. 
The Kalbfleisch Company are agents 
for the Northern Assurance of London, 


One Question That 
Mansfield Can’t Answer 


NON-AUTHORIZED 





INSURANCE 





Unconstitutional to Say Connecticut 
Assureds Can’t do Business With 
Non-Admitted 





That the question of non-authorized 
insurance is a poser and that there is 
no way from stopping an assured from 
transacting business with a company 
not admitted to Connecticut are two 
points admitted by Commissioner Bur- 
ton Mansfield, of Connecticut, in a let- 
ter to the editor of “The Journal of 
Insurance and Financial Statistics,” 
E. P. Ross. Says Mr. Mansfield: 

“The question of unauthorized insur- 
ance is a very difficult one. I do not 
see how you are going to control it. 
To say that I can’t transact business 
with a company not duly admitted to do 
business in Connecticut, is according 
to my idea unconstitutional, and robs 
me of my freedom to contract, which 
I am guaranteed by the Constitution 
and Laws. 

“The moment such a company seeks 
to do business, except directly, with 
me, it oversteps the line and may well 
then become a subject for considera- 
tion. If I wish to contract with a Cali- 
fornia company not admitted to Con- 
necticut and place my insurance with 
them, I ought to be allowed to do so. 
It seems to me this covers the whole 
question. An unauthorized insurance 
company has no right, of course, to do 
business through agents or through 
any persons representing it. The only 
way it can handle its business is di- 
rectly with the insured. 

. “I realize, of course, that there is an- 
other side to this question in the minds 
of many people and that there is a 
great deal of so-called unauthorized in- 
surance being done, which is not leg- 


ally being done. Such insurance 
should be reached in some way and 
prevented. That is the difficult ques- 


tion to solve, and one for which, at 
the present time, I have no answer.” 


the Sun Insurance Office, and the Na- 
tional Union. 

Mr. Knowles has had a wide and va- 
ried insurance experience. Originally 
he was in the improved risks depart- 
ment of the North British & Mercan- 
tile. He then went west and became 
special agent for the National of Hart- 
ford and later was made special agent 
for the Firemen’s of Newark and its 
affiliated companies. Previous to his 
appointment as vice-president of the 
Rochester agency he was special agent 
in New York State for the National 
Union, of Pittsburgh. 











J. A. KELSEY, President 


Capital 
ONE MILLION DOLLARS 





STANDARD 


INSURANCE COMPANY | 
OF NEW YORK 








GEORGE Z,. DAY, Secretary | 





Surplus 
ONE MILLION DOLLARS 





Head Office: 80 Maiden Lane, New York 
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CHARLES HOYT SMITH 
OR 


MARSHALL & STERLING, INC. 
Poughkeepsie Trust Co. Building 
POUGHKEEPSIE, N. Y. 
Telephone 3271 


We pay Brokers liberal commissions and protect their accounts. 


We furnish insurance Engineering and Prevention Service gratis en 


Fire and Compensation risks. 


We write Fire and allied lines, Compensation, Liability and Automobiles. 


We represent fifteen of the leading Fire Companies and are General 
Agents for the Globe Indemnity Company. 











COPYRIGHTS ITS NAME 





Blue Goose Forestalls Grapefruit and 
Other Product People; W. P. Fess 
Visits New York 





The Blue Goose has copyrighted its 
name and just in time as it is being 
used for commercial purposes by grape- 
fruit and other products, and if the in- 
surance social order had not acted one 
of the business concerns using its 
name might have beaten them to it at 
the copyright office. 

A visitor this week was W. P. Fess, 
Most Loyal Grand Gander. Mr. Fess, 
who is a member of Fess & Smith, 
Ltd., general agents in Winnipeg, and 
having Western Canada for the Na- 
tional of Hartford; American Central 
and Providence-Washington, met many 
insurance men while here. He also at- 
tended a Blue Goose function in Bos- 
ton. Mr. Fess said that the Blue 
Goose is growing fast, and has a fine 
character of membership, jincluding 
many of the leading executives. It is 
really a fine, democratic organization 
at the functions of which insurance 
men, of all degrees can forget their 
troubles. The New York pond mem- 
bership is growing so fast that it will 
not be long before it mounts to a 
thousand. 





FISHING MUTUAL 

One of the unique) mutuals is the 
(loucester Mutual, Fishing’ Insurance 
Co., of Gloucester, Mass. Stock is sub- 
scribed annually in November in shares 
of} $1,000 each, for which a note of 
$200 per share is given upon which all 
assessments are made. Hach subscrib- 
er is required to insvre vessel prop- 
erty to at least seven-eighths of the 
amount of stock taken by him. No 
vessels are insured except Gloucester 
fishing vessels. Premiums commence 
in November at 9%, and then decrease. 





Cc. A. LUDLUM, JR., MARRIES 





Wedding Featured Extensively in So- 
cial Columns at Pittsburgh; a 
Popular Couple 





The wedding of ‘Clarence A. Lud- 
lum, Jr., special agent of the Great 
American in Western Pennsylvania, 
and son of Vice-President Ludlum, of 
the Home; and Miss Margaret Mather, 
daughter of Mr. and Mrs. Roy Allen 
Mather, of Sewickley, Pa., was per 
formed in that city on March 26. The 
best man was Martin Remsen of New 
York; and the ushers were J. D. Por- 
ter and Lanford C. Jacobus, of Se 
wickley. Mr. and Mrs. Ludlum are in 
Bermuda on their honeymoon. 

The wedding of the popular young 
field man and debutante was given 
considerable space in Pittsburgh) pa- 
pers. because of the social prominence 
of the young couple. Mr. Ludlum has 
made many friends since going to 
Pittsburgh. 





END OF AN OLD LOSS 





Last Claim Under Chicago Conflagra- 
tion Policy of Astor Fire Insur- 
ance Co. Is Paid 





One of the Chicago papers prints this 
story: 

“A check for $174.76, received yester- 
day by Durand, McNeil, Horner & Co., 
wholesale grocers, marked the end of 
litigation begun fifty years ago at the 
time of the great fire. 

“In May, 1871, the firm, then McNeil 
& Higgins, insured its premises for $5,- 
000 with the Astor Fire Insurance Com- 
pany of New York. Five months later 
the great fire destroyed their premises 
and, at the same time, the Astor com- 
pany, faced with huge losses, went into 
bankruptcy. 

“The insurance money has since been 
paid in installments, varying from $50 
to $100, yesterday’s payment complet- 
ing the amount due.” 





110 WILLIAM STREET 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D. C. 


New York State Fire Insurance Co., 
Albany, N. Y. 


F. M. GUND, Mgr. Western Dept. 
Freeport, Illinois 





CRUM & FORSTER 


GENERAL AGENTS 


United States Underwriters’ Policy, N. Y. 


ey es 


H. JUNKER, Mgr. Pacific Coast Dept. 


Southern Department, Atlanta, Ga. 


NEW YORK CITY 


The North River Ins, Co., N. Y. 


Union Fire Ins. Co., Buffalo, N. Y. 
United States Lloyds, Inc., N. Y. 


San Francisco, California 
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LLOYD'S DEFENDS POSITION 


(Continued from page 1) 


of the gentlemen in the casualty busi- 
ness on your side would seem to have 
a real Prohibition thirst, I am taking 
the liberty of trespassing on your. valu- 
able space, to ask if you will be good 
enough to furnish me with specific de- 
tails of this loss, and more particularly 
the name of the bank in question, in 
order that | may be afforded an op 
portunity of investigating and replying 
to the charges made against Lloyd's. 
Part Piayed By Lloyd’s in U. S. 
Commercial Life 

“As regards the remainder of the 
article under review, I would like to 
take this occasion to say that the re- 
marks about Lloyd’s Underwriters 
made by Vice-President C. R. Miller of 
the Fidelity & Deposit Company, whom 
| had the pleasure of meeting here in 
London last year, are greatly appre- 
ciated, and show a spirit of fairness 
which might with advantage be emu- 
lated by those who are conducting s0 
bitter a campaign against us in New 
York State. 

“Vice-President Miller has clearly 
visualized the importance of the part 
which Lloyd’s plays in the commercial 
life of your country, in meeting the 
demands of the public for forms of pro- 
tection needful) to their ‘business re- 


in quite a number of these classes we 
are now being imitated by some of 
your more enterprising and intelligent 
Underwriters who are broad-minded 
and generous enough in their outlook, 
to acknowledge their debt to Lloyd’s 
in the evolution of new ideas. 
Pleads For Fair Play 

“It is often charged against us that 
we have an unfair advantage over 
American insurance companies, in the 
way of taxation and in other directions, 
but even if this be admitted in part, 
and it is open to argument, are we not 
entitled to some credit. for the fact 
that in various directions we are meet- 
ing the calls of the American public, 
who cannot obtain from their own do- 
mestic insurance companies the cover- 
age suited to their needs,—should we 
be criticized adversely, because we dis- 
play that enterprise and originality in 
our underwriting methods which others 


lack, and which are a part of the 
training and _ tradition of Lloyd’s, 
handed down to us by our forebears? 


“Surely there is room for us all, 
American and Britisher alike, to de- 
velop our ideas without bitter conflict 
in so vast a Continent. as your Country, 
and we Lloyd’s Underwriters have ever 
advanced boldly along paths which 




















Incorporated 
1849 











Cash Capital 
$2,500,000.00 


SPRINGFIELD 


Fire & Marine Insurance Company 
SPRINGFIELD, MASS. 


ALWAYS include a SPRINGFIELD policy— 
“IT PAYS!” 
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NEW HOTEL FIRE CARD 


Fifteen Ways 


Fires As Advice to Guests; 
played At Asheville Convention 


At the fire agents mid-year conven- 
C. copies of an 


tion at Asheville, N. 


in Which To Prevent 
Dis- 








quirements ; and that we ee OO disse feared to tread: that is. a8 al- excellent fire prevention card to be 
tagonists in various classes of insur ways the role of the pioneer, and we Posted in hotel corridors were dis- 
ance calling for individual under 1. jroud to be pioneers even in our tributed to the delegates. The card is 
writing judgment and experience, and anaatt ane * , z re ES 
not ratable according to any book or ° ~~ “= printed in red and contains fifteen 
schedule. As an illustration of this, I ee ete eee ee ne statements of advice to hotel guests 
— —_ “9 that Lloyd’s have in- - eg tag ype er vonggenvied ; and also leaves room for a photograph 
troduced into America such coverage Major James P. radner, formerly ; odacate ciliate = F : 
as Jewelers’ Block Policies, Bankers’ eemuiel with one of the Government of the individual hotel. Following is 
Blanket Bonds, Private Jewelry ‘All departments at Washington, D. C., has the text of the card: , 
risks’ policies, Excess Automobile been placed in charge, as sales man- 1. Our guests can rest easily, we 
Catastrophe insurance, Excess Fire ager, of the Pacific coast sales division practice fire prevention. 
Catastrophe insurance, Lease insur of the Pyrene Manufacturing Co. 2. We increase your comfort by 
ance, Pictures and Works of Art All Their Pacific coast offices and ware- Making our hotel safe against fire. 
risks insurance, War Riots, ete. poli- «house are located at 977 Mission St., 3. You are as safe from fire in our 
cies, to mention only a few examples; San Francisco, Cal. hotel as from swearing in church. 

. e 
| Actual market value for all securities 





D. H. Dunham, President 

Neal Bassett, Vice-President 
John Kay, Vice-Pres, & Treasurer 
A. H. Hassinger, Ass’t Sec’y 
John A, Snyder, Secretary 


MECHANICS 


INSURANCE CO. 


of Philadelphia 
| Organized 1854 
| Statement January 1, ‘1923 


ASSETS AND LIABILITIES 
Capital ........$ 600,000.00 


Reserve Rein- 

surance Fund. 1,701,950.09 
Reserve for all 

other Liabili- 

ties 214,301.13 


Net Surplus 945,537.10 


TOTAL .......$3,461,788.32 








D. H, Dunham, President 

Neal Bassett, Vice-President 
John Kay, Vice-Pres. & Treasurer 
A. H. Hassinger, Secretary 


FIREMEN’S 


INSURANCE CO. 


of Newark, N. J. 


Organized 18654 


Statement January 1, 1923 
ASSETS AND LIABILITIES 
. «ee -$2,250,000.00 


Reserve’ Rein- 
surance Fund. 7,266,029.10 


Reserve for all 
other Liabili- 
ties 


Capital 


1,738,271.91 


Net Surplus 4,436,386.20 
TOTAL: 225008 $15,690,687.21 











H. M. Gratz, President 

D. H. Dunham, Vice-President 
Neal Bassett, Vice-President 
John Kay, Treasurer 
A. H. Hassinger, Ass’t Sec’y 


Girard F. & M. 


INSURANCE CO. 


of Philadelphia 
Organized 1853 


Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital .+. ++ -$1,000,000.00 
Reserve Rein- 

surance Fund. 2,355,674.15 
Reserve for all 

other  Liabili- 

O06. 2s S 310,004.35 
Net Surplus 1,110,233.48 





TOTAL .......$4,775,911.98 

















Leyal to friends and loyal agents 
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4. We ask all our guests to practic 
fire prevention in their rooms. 

5. Place your matches, cigar or cigar 
ette stubs in ash-tray. 

6. Do not smoke in bed, you know th: 
danger. 

7. Do not fall asleep holding 4 
lighted cigar, you may never wake up 

8. Fire prevention makes our top 
floor as safe as the first. 

9. We remove the causes 
consequently can have none. 

10. While our guest you remain in 4 
safe atmosphere of fire prevention. 

11. No precaution against fire is too 
small to overlook. 

12. Practice fire prevention and elim 
inate the world’s greatest danger. 

13. They who allow fire hazards are 
no good company. 

14. If you allow fire hazards you re 
tard practice. 

15. Fire prevention 
comfort. 


of fire— 


brings us extra 





HARTFORD AUTO CHANGES 





C. F. Hutt Is Now Superintendent and 
W. Poindexter Assistant in East- 
ern Department 3 
Two appointments have been made | 
in the Hartford’s automobile and trans! 
portation department. (©, I’. C. Hutt is” 
superintendent and Wright Poindexter” 
assistant superintendent in the Eastern 
Department. 


Mr. Hutt has been in the insurance 
business since 1901, when he was em: 
ployed by the Orient Insurance Com) 
pany at its Hartford headquarters. He” 
joined the Hartford in 1907 and has” 
been clerk, chief clerk and_ special © 
agent working with the automobile and 
department since its 
founding in 1909. 

His assistant, Mr. Poindexter, has 
acted as adjuster for the Hartford's 
automobile department since 1918, prior” 
to which, during the war, he served in) 
both the army/‘and navy; in the former — 
as an inspector of Liberty motors and b 
the latter as machinist’s mate. Mr 
Poindexter not only has a thorough 
knowledge of underwriting require 
ments but of motor mechanics and/ 
construction. 









INSURANCE MASONS’ CLUB 5 
Efforts are under way in local fire @ 
insurance circles to form on Insurance 
Square Club of New York, an organl 
zation of Masons. Several members of 
the Masonic fraternity are behind this 
movement to stimulate interest in the 
club, which would be similar to Square 
clubs in numerous other branches of 
business. Those interested in the} 
formation of an Insurance Square Club 
are: John P. Reeve, Queen; Charles 
McConnell, Home; and Alexander R. 
Gardner, London & Liverpool & Globe. 


















Major Linn D. Taylor, a well know® 
insurance agent of Brattleboro, Vt., has 
been appointed state civilian agent © 
Secretary of War Weeks. 
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Buffalo Preparing 
For Agents Convention 


HEADS . 





TIERNON PUBLICITY 





Mason Chairman General Convention 
Committee; Roth Program Chair- 
man; Spitzmiller Hotel 
Chairman 





Buffalo, March 26.—John L. Tiernon, 
Jr., president of Tiernon & Co., Inc., 
Buffalo, chairman of the publicity com- 
mittee for the annual convention of the 
National Association of Insurance 
Agents to be held at Buffalo August 
21, 22, 23 and 24, has announced pre- 
liminary plans and the names of chair- 
men of the various committees in 
charge of arrangements. 


Efforts will be made to advertise 
this year’s convention widely among 
the members of the association and it 
is expected that attendance will be the 
largest of any convention in the history 
of the organization. The climate of 
Buffalo, Queen City of the Lakes, is 
especially fine in August, as a general 
rule, and it is the theory of the pro- 
moters of this convention that this fact 
alone will insure a fine attendance from 
the south and west where the weather 
at that time of the year is likely to be 
extremely warm. 

It is anticipated that many of the 
agents and company men attending the 
convention will motor to Buffalo and 
the transportation committee is making 
especial plans to provide for the ac- 
commodation of those who bring cars. 
The convention is to be held at the 
new Hotel Statler in Buffalo. 

As is usual, the business sessions of 
the convention will cover the problems 
that arise in selling and handling fire, 
surety and casualty insurance. The 
speakers will be prominent company 
men and agents. This part of the pro- 
gram is being arranged by the officers 
of the National Association of Insurance 
Agents who are: James L. Case, presi- 
dent; Frank R. Bell, chairman execu- 
tive committee; Walter H. Bennett, sec- 
retary-treasurer. 

The convention will begin on Tuesday 
evening, August 21, with an acquain- 
tance dinner at the Hotel Statler. The 
first business session will open the 
following morning. 

There will be plenty of entertain- 
ment in connection with the work of 
the convention, but none of the de- 
tails are ready to announce as yet, ac- 
cording to Mr. Tiernon. 

These are the Buffalo agents who are 
chairmen of the various local com- 
mittees in charge of the convention: 

R. H. Mason, Smith Davis & Co., 
chairman general convention commit- 
tee; John L. Tiernon, Jr., President 
Tiernon & ‘/Go., Inc., chairman pub- 
licity; W. H. McPherson, President 
McPherson-Garter Company, chairman 
entertainment of the ladies; Edward 
C. Roth, Armstrong-Roth-Cady Com- 
pany, chairman program; L. C. Morgan, 
President Worthington, Sill & Morgan, 
Inc., chairman and E. S. Hawley, Presi- 
dent Woodruff & Hawley Company, 
vice-chairman entertainment commit- 
tee; William H. Kennedy, chairman 
and P. J. Humphrey of Humphrey & 
Vandervoort, vice-chairman of recep- 
tion committee; EB. B. Eggert, first vice- 
president Buffalo Insurance Company, 
chairman finance committee; G. W. 
Spitzmiller, Duell, Lapey & Company, 
chairman hotel committee; M. J. 
O'Brian, O'Brian & Co., chairman 
transportation; R. R. Brockett, A. A. 
Bettinger Company, chairman of regis- 
tration and badges committee. 





57 YEARS WITH AMERICAN 
en April 1, John F. Zimmerman, 
poe County (N. J.) adjuster for The 
ry can of Newark, will celebrate 
tt fifty-seventh anniversary of con- 
huous service with that company. 























ORGANIZED 
1853 


CASH CAPITAL 
$18,000,000 








FOLLOW UP 


When fire or the elements bring destruc- 
tion to property, there is thereby created 
one of the most forceful arguments for new 


and increased sales of insurance. 


Follow up the windstorms and tornadoes 
of March with greater activity in selling 
Windstorm Insurance. 

A policy in The Home of New York means 


protection in America’s Largest and Strong- 


est Fire Insurance Company. 





THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 





Fire and Lightning, Automobile (Complete cover in Combi- 
nation Policy), Earthquake, Explosion, Hail, Marine (Inland 
and Ocean), Parcel Post, Profits and Commissions, Rain, 
Registered Mail, Rents, Rental Values, Riot and Civil Commo- 
tion, Sprinkler Leakage, Tourists Baggage, Use and Occu- 
pancy, Windstorm. 





STRENGTH REPUTATION 


SERVICE 





























All-in-One Residence 
Insurance Policy 


THE HARTFORD’S CONTRACT 





Wide Variety of Coverage; Claims 
and Contract Discussed By 
E. L. Duncan 





A great deal has been printed about 
the Lloyd’s All Cover policies, but not 
so much about what the American com- 
panies can do in this respect. The 
Hartford issues a contract called the 
“All-in-One” Residence policy, which 
was recently described in the company 
publication of the Hartford, and which 
The Hastern Underwriter has obtained 
permission to reproduce. The article 
was written by KE, L. Duncan, superin- 
tendent of the All-in-One Residence De- 
partment of the company, and includes 
a list of losses illustrating the wide 
scope of the contract. Mr. Duncan’s ar- 
ticle follows: 

The average insurance prospect is 
greatly interested in the losses that 
other people have suffered under the 
policy that the salesman is presenting 
for consideration. 

Particularly is this true with the 
Harttord All-in-One Residence Policy, 
where so many forms of protection in 
one contract cause the prospect to ask 
innumerable questions of the “Why do 
I need that?” and “What’s the use of 
this?” variety. 

If an agent is ready to answer such 
queries with facts and figures he will 
have little difficulty in making the 
sale; if, on the other hand, it is neces- 
sary to say rather indefinitely that 
“There’s many losses like that” or “You 
can never tell when such a thing will 
happen,” the prospect is usually far 
from convinced that he needs the in- 
surance. 

The Hartford’s experience with the 
All-in-One contract has not extended 
over a sufficiently long period to make 
an analysis of all losses indicative of 
What may be expected in the future, 
yet there are certain facts that a 
summary of a_ few representative 
cases discloses. 

Sixty-two losses are listed below in 
the order in which they came through 
the Home Office (sixty-two were taken 
because space is limited and this num- 
ber happened to fill the ordinary legal 
sized paper upon which the list was 
typed). 

Analysis 

If you analyze this list, you will find 
some facts and figures that will help 
you answer the inevitable “Why do I 
need it?” question. 

Of the sixty-two claims listed, thirty- 
seven are for water damage; thirteen, 
plate glass; six, burglary; three, lia- 
bility; and three for compensation. 

Although premiums exceed losses 
by a substantial margin, losses great- 
ly exceed the premiums paid for the 
particular coverage against which they 
must be charged. 

Of the sixty-two claims, in forty-nine 
cases the loss exceeds the premium 
covering that clause in the policy 
against which the loss must be charged. 
And of these forty-nine cases, eighteen 
losses exceed the total premium paid 
for the entire policy. 


Water Damage 


Water damage claims amount to $1,- 
937.50, which is 81% of the total cash 
losses; these thirty-seven cases repre 
sent 59% of all losses numerically. 

Of water damage claims, thirty-four 
exceed the water damage premium of 
the policy, and fifteen exceed the total 
premium. 

Water damage claims average $52.37 
each. 

Numerically, plate glass claims, thir- 
teen of them, represent 21% of the total 
number of losses, but aggregate only 
8% of the cash losses, or $71.68. 


Of plate glass losses, thirteen in all, 
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ten have exceeded the plate glass pre 
mium of the policy. 

The average plate glass loss has been 
$5.51. 

Six of the sixty-two claims were due 
to burglary. Numerically, this repre- 
sents 10% of the total number and 
12%% of the cash losses. Of these six 
claims, three exceed the burglary pre- 
mium of the policy, one of which is in 
excess of total premium. 

The average burglary claim is $49.24. 

Only three losses are charged against 
the liability clause of the policy. Nu- 
merically, this is 5% of the total, but 
represents only 2% of the cash losses. 
Two of the three claims are in excess 
of the liability premium of the policy. 

The average liability claim is $18.66. 

Three of the claims are compensation 
losses. Numerically, this is 5% of the 
total but represents only 142% of the 
cash losses. In none of the three cases 
is the loss greater than the compensa- 
tion premium paid in. 

The average compensation loss is 
$12.50. 

Statistics mean nothing unless they 
are used. The causes of water damage 
loss have been segregated to provide 
you the best selling argument possible. 
It stands to reason that if thirty-three 
of the thirty-seven water damage 
losses were occasioned by either de- 
fective plumbing or leaky roofs, the 
majority of people to whom the policy 
is to be sold have either had such 
losses in their own experience or else 
have known of others in their immedi- 
ate circle of friends who have been un- 
fortunate in these respects. Here then 
is an argument to use in pointing out 
the desirability of this feature of the 
policy. 

Use the Figures 

Point out that in the water damage 
claims there was only one lower than 
$10 and that they ran as high as $175. 
Show the prospect that of the thirty- 
seven claims arising through water 
damage, thirty-four were greater than 
the damage premium of the policy, and 
that of the thirty-four, fifteen were 
greater than the total premium paid. 

In the case of the plate glass losses 
it is a good argument to point out that 
ten of the thirteen claims exceeded the 
plate glass premium paid by the as- 
sured and that while the losses are 
smaller than in the case of water dam- 
age, yet the assured stands a very good 
chance of recovering more than he in- 
vests. 

The experience on burglary as _ in- 
dicated by these claims, is rather 
meagre. While a greater number of 
claims might have been analyzed, the 
above list is simply a cross section. If 
a@ prospect argues against the ap- 
parently high premium rate which he 
must pay for his burglary insurance, 
it can be pointed out to him that in 
the six cases listed the total burglary 
premiums amounted to $307.61, while 
the losses paid amounted to $295.45. 
This means an average burglary pre- 
mium of $51.17 against a loss of $49.24 
in the case of these policies. 

The liability claims are only three in 
number. But of these the losses in two 
cases exceeded the liability premium 
of the policy. In fact, the total liability 
premiums were only $27.24 while the 
claims amounted to $56. 

On the average, this means a pre- 
mium of $9.08 against a loss of $18.66. 

In the case of the compensation 
losses the figures did not show up as 
favorably. But the fact remains that 
the assured in each instance has re- 
ceived a benefit from his insurance and 
that his compensation clause is still in 
force and in no case materially cur- 
tailed by the loss paid. 

A good salesman will take a sum- 
mary of this sort and use it to excel- 
lent advantage. He will not bore his 
prospect by an array of unnecessary 
statistics, but will at a glance see 
where the figures fit the situation and 
will be in a position to answer many 
of the property owner’s objections by 
quoting the experience of others and 
showing in dollars and cents the neces- 


a 


sity for complete residence protection. 


SPONTANEOUS COMBUSTION 

The Carnegie Institute of Technol- 
ogy, of Pittsburgh, has issued a bulletin 
in which are set forth some factors in 
the spontaneous combustion of bitum- 


inous coal. According to the bulletin 
fine coal dust and moist air quickly in- 
crease the hazards of spontaneous com- 
bustion. Another conclusion set forth 
in the bulletin is that the mixing of 
fresh coal and old coa! does not de- 
velop any more heat than that due to 
the coals themselves when piled sep- 
arately. This bulletin is one of a ser- 
ies of four that are available for distri- 
bution, giving in full the findings of re- 
search work conducted by the Carnegie 
Institute, U. S. Bureau of Mines, and 
an advisory board of coal mine opera- 
tors and engineers. 


— 








O. J. PRIOR, President 








INCORPORATED 1868 


The Standard Five Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 








W. M. CROZER, Secretary 








ATKINSON A VISITOR 

Ulric Atkinson 
known insurance manager of the. South- 
east, and now one of the leading ex- 


ecutives in the Marsh & McLennan or- 


ganization, Chicago, was in New York 
this week. 


formerly a_ well- 


JOSEPH HADLEY HERE 
Joseph Hadley, one of London’s leaa- 
ing marine insurance brokers, and also 
agent for the Fireman’s Fund, is in 
New York City on a short visit. He 
expects to sail for England tomorroyw, 
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Automobile Insurance Advertising 





Please insert this folder in your file so that it will be 


available when you want to order additional 
automobile advertising material 


FIREMAN’S FUND 


INSURANCE COMPANY 


EASTERN DEPARTMENT 
70 Kilby Street, Boston 





HEAD OFFICE: 401 CALIFORNIA STREET, SAN FRANCISCO 


SOUTHERN DEPARTMENT 
Hurt Building, Adlanta 


WESTERN DEPARTMENT 
76 West Monroe Street, Chicago 





Get this portfolio for your files 1: 


Probably no class of insurance is 
better adapted to development through 
advertising than Automobile Insurance. 

Millions of Prospects—11,500,000 
cars in the United States. 

Mailing Lists Easy to Secure—State 


lists of registrations. 


Natural Interest in the Subjet— 
Everyone is interested in his car. 
Appreciation of the Need of Auto 


mobile Insurance. 


Enormous Undeveloped Field— 
There are still millions of cars and 










/ de 
It’s a sample case of cAutomobile cAdvertising i 
mn 
Annual Policy—Which gives an i : 
opportunity to secure new customers a 
every year. 5 * 
These and many other reasons make at 
carefully planned, consistent automo- : 
bile advertising exceptionally profitable. x 
The portfolio shown above contains : 
practical forms of automobile adver- , 
tising of various kinds. Each one of h 
these forms has been tested and its 
effectiveness demonstrated. 
The portfolio may be secured from 
any Department Headquarters of the 
Fireman’s Fund or the Home Fire & 


trucks uninsured, or not adequately 


insured. 


Marine. 


FIREMAN’S FUND INSURANCE COMPANY 
HOME FIRE & MARINE INSURANCE COMPANY 
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Makes Field Changes 


p.B. MILLER MADE STATE AGENT 





Goes From Pennsylvania to West Vir- 
ginia; James Donovan to Cover 
New York State for Marine 
Lines 





The Automobile Insurance Co. has 
appointed Richard B. Miller its state 
agent for West Virginia with head- 
quarters at Wellsburg. Mr, Miller is 
ason of W. R. Miller, a veteran insur- 
ance agent at Wellsburg. He was 
brought up in the insurance business. 

For the past two year he has been 
special agent for the National Union 
of Pittsburgh in western Pennsylvania. 

H. M. Higgins, formerly special agent 
of the inland and ocean marine depart- 
ment of the New England marine de- 
partment ot the Automobile Insurance 
(0, has been appointed underwriter in 
charge of the Atlantic marine depart- 
ment at Philadelphia, Mr. Higgins 
takes the place ot H. R. Woolsey, re- 
signed, 

G. L. Veith has been appointed un- 
derwriter of inland and ocean marine 
lines at the southern marine depart- 
ment at Atlanta as successor to C. I. 
Clark. 

G. G. Quirk had been transferred 
from northern New York State to the 
Atlantic marine department at Phila- 
delphia, where he is acting as special 
agent for inland and ocean marine 
Ines. Mr. Quirk is filling the vacancy 
caused by the resignation of H. LI. 
Schweppe. 

James Donovan has been assigned to 
cover the State of New York, exclusive 
of the territory taken in by the New 
York City branch, as special agent for 
inland and ocean marine lines. His 
headquarters is at Buffalo. 

E. W, Lindberg has been appointed 
special agent under supervision of the 
Pacific marine department for the de- 
Velopment of inland and ocean marine 
lines in the northwest with headquar- 
ters at Seattle. 





GOES WITH SCOTTISH U. & N. 





Frank D. Ross To Have Charge of 
Sprinklered Risk Department, Suc- 
ceeding Louis Harding 


Frank D. Ross, at present assistant 


, to the superintendent of the special 


risk department of the New York Un- 
derwriters, is resigning as of April 15 


. take charge of the sprinklered risk 
_ Gepartment of the Scottish Union & 


PEE i. 0 


ational, succeeding Louis Harding, 
Who resigned on March 1 to become 
Manager of the Underwriters Bureau 
of the Middle & Southern states. 

Mr. Ross has had a wide experience 
b in the inspection of sprinklered 
lusiness and in the home office under- 
Writing of sprinklered lines. He is a 
Ceduate engineer, having received his 
ploma from the Massachusetts Insti- 


| lute of Technology in 1916. During the 


> cer in 


War he served as a commissioned offi- 
He the American Airplane Forces. 
“il ree his field experience as 
the ‘a engineer and inspector for 
d som States Inspection Bureau; 
ae and up to the present time, 
4 een at the home office of the 
W York Underwriters at New York 


City, assistin 
’ § in the underwriting of 
Sprinklered business, . 





SIGNED BY SILZER 


Leepretnor Silzer has approved the fol- 
egi : bills passed by the New Jersey 
ane — Providing for imprison- 
OF pene. thirty days to six months 
whily eon operating a motor vehicle 
Never ner the influence of drugs or 
come gga passenger busses to 
crossings, full stop at grade railroad 


ANNUAL 
STATEMENTS 





Assets $6,205,339.15 
Liabilities 4,326,629.54 
Surplus to policyholders 1,878,709.61 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


Hart Darlington, Manager 
J. F. Van Riper, Branch Secretary 





Assets $2,408,044.31 
Liabilities 1,407,054.71 
Capital and Surplus 1,000,989.60 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 
W. G. Falconer, President FE. B. Thistle, Sacretary 





Fire, Tornado, Automobile, Sprinkler Leakage, Explosion, 

Rent, Use and Occupancy, Tourist Baggage, Riot and Civil 

Commotion, Liability, Burglary, Workmen’s Compensa- 
tion, Accident and Health, Golfers, Plate Glass, 


The Agent Who Seeks to Give Good Service 
Must Himself be Well Served 


COMPANIES 








H. S. Nulton Returns 
From South America 


DESCRIBES CONDITIONS THERE 





Found Exacting Investigations Keep 
Down Moral Hazard; How Ameri- 
cans Are Received 





American companies are being fav- 
orably received in South America, but 
a good deal of propaganda will yet be 
necessary before they can hope te gain 
the footing of British and other Euro- 
pean companies already firmly en- 
trenched there, in the opinion otf How- 
ard S. Nulton, special agent for the 
Niagara with Richmond, Va. headquar- 
ters, who has just returned to the 
States from a twomonths tour of that 
country. 

Americans, he says, have the repu- 
tation down there of not sticking to 
the job, and the people must be dis- 
abused of this idea. Mr. Nulton found 
conditions insurancewise on the East 
coast, particularly in Brazil and the 
Argentine, more attractive in every 
way than on the West coast. In those 
two countries practically all new build- 
ings are of concrete construction and 
housekeeping conditions are remark- 
ably good. 

As for incendiary fires, they are few 
and far between, due to the activity 
of authorities in ferreting them out and 
enforcing the law rigidly. Practically 
every fire is investigated so that the 
blame, if any, may be placed where it 
belongs. The military police first take 
charge of the premises and if they find 
nothing particularly suspicious the 
premises are then turned over to the 
civil police who determine whether the 
fire was due to carelessness on the part 
of the owner or tenant. Meanwhile no 
one is allowed within the police lines 
until the investigation is completed. 

The thoroughness with which these 
rules are enforced was brought home 
to Mr, Nulton when a fire in a Braz- 
ilian city in which his company was in- 
terested occurred while he was there. 
He undertook to get a few pointers on 
the fire and found that there was sim- 
ply nothing doing. Like all other out- 
siders, he had to bide his time until 
the bars were let down. 

British companies which have the 
reputation of never pulling up stakes 
once they have dug in are getting a 
good share of the West coast business. 
The Germans are also going after busi- 
ness strong, undaunted by the setbacks 
which they encountered during the 
war. 

In Uruguay, the British were practi- 
cally the only companies which were 
bold enough to remain when the gov- 
ernment went into the insurance busi- 
ness and cut rates 50% a few years 
ago. On the West coast, Mr. Nulton 
found that foreign companies were not 
so eager for business because of the 

fact that most of the buildings are of 
frame construction and that conditions 
generally are not so attractive as on 
the East coast. 





J. E. DUNNE HERE 





Denies Report That He Will Re-enter 
Insurance Journalism; Active 
in Finance 





James E. Dunne, former vice-presi- 
dent of the F. B. Collins Investment 
Co., farm mortgage loans, and before 
that a well-known insurance news- 
paper man, is in New York. Since his 
retirement from the Collins company 
Mr. Dunne has been engaged in inde 
pendent financial transactions. Re 
ports that he will re-enter insurance 
journalism he declared to be incorrect. 
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COMMISSIONER HOBBS DISCUSSES 








No. 2—Entrance Requirements 





For purposes of regulation, it is 
necessary to control somewhat rigidly 
the admission of companies to transact 
insurance. The word “company” is 
here taken as including all corpora- 
tions, associations and _ partnerships 
and individuals who engage as _ princi- 
pals in the business of insurance. 
Generally, however, it may be taken as 
referring to corporations, for, in prac- 
tice, the business of insurance is 
largely done through incorporated com- 
panies. 

There are two methods by which a 
company may obtain the right to do 
an insurance business in Massachu- 
setts. In the first place, it may become 
incorporated in the State and do busi- 
ness under a charter which is issued 
by the State. A life company can be 
incorporated in Massachusetts only by 
special legislative act. Other classes 
of companies may be_ incorporated 
under standard provisions of law some- 
what similar to the laws relating to 
business corporations. The detail of 
the laws relating to the incorporation 
of companies, although important 
enough, may properly be passed over 
although they constitute a not incon- 
siderable body of law, especially in 
connection. with the incorporation of 
mutual insurance companies. Once in- 
corporated, the company must in ad- 
dition apply to the Commissioner of 
Insurance for authority to issue poll- 
cies. If the Commissioner, upon ex- 
amination, is of the opinion that the 
company has complied with the laws, 
has adopted a proper system of ac- 
counting, employed a competent ac- 
countant and a competent and = ex- 
perienced underwriter and is without 
liabilities, except such organization ex- 
penses as he may certify to be reason- 
able, he then issues his certificate to 
these facts and the company may pro- 
ceed to issue policies. In other words, 
the State undertakes to see that a 
domestic company not only complies 
with the law but that it starts in 
business with a clear slate as to lia- 
bilities and with such an organization 
as will give some prospect of success. 

Process of Obtaining License 

In the second place a company in- 
corporated under the law of any state 
or nation can be permitted to do busi- 
ness in the Commonwealth under 
license of the Commissioner. The 
process of obtaining a license involves 
the filing of a variety of certified docu- 
ments and the supplying of much in- 
formation, bute in the main, what a 
company must do is to show it has a 
financial condition which would be 
required of a similar domestic com- 
pany. must appoint the Commissioner 
its attorney to receive services of 
process and appoint a resident agent. 
A surety company and a company or- 


ganized outside the United States must 
in addition make a deposit either with 
the State Treasurer or with the proper 
official of some other of the United 
States. In the case of a surety com- 
pany, the amount of the deposit is 
$100,000, and in the case ofl foreign 
companies an amount equal to the 
capital of a domestic company trans- 
acting’ the same classes of business. 
Other deposits may be required by way 
of retaliation. In passing, it may be 
said that the deposit! law is an un- 
limited nuisance, affords no assurance 
of solvency, and in the case of insoly- 
ency acts in general to retard the 
settlement of the company’s affairs. 

Hand in hand with the provisions for 
obtaining the right to do business go 
the provisions for taking it away. If 
a domestic life company becomes im- 
paired its right to issue new policies 
ceases on notice from the Commis- 
sioner. If a stock company other than 
life is impaired to the extent of one- 
fourth of its capital, its right to do 
business ceases if it fails within three 
months after receiving notice from the 
Commissioner to make good the im- 
pairment. If the company acts in 
violation of law or is in a dangerous 
financial condition, the Commissioner 
can apply to the courts for an injunc- 
tion and, if necessary, for the appoint- 
ment of a receiver to wind up its 
affairs. Under similar conditions, he 
may revoke or suspend the license of 
a foreign company. His action in this 
respect is, however, subject to review 
in the courts. He can, of course, de 
cline to renew the license of a foreign 
company, all such licenses expiring 
annually, and there is no explicit right 
given to appeal to the courts from his 
decision in this respect. Ordinarily, 
the Commissioner would not feel justi- 
fied in refusing’ to renew a license ex- 
cept for a good and sufficient reason, 
inasmuch as the sudden cessation of 
a company’s business would inevitably 
create much confusion and be produc- 
tive of considerable loss not only to 
the company but to its agents. 

Being thus vested with the power 
to admit and to reject, the Insurance 
Department is in a position to exercise 
a very real control over the companies 
doing business within the State. 








ANYTHING MAY BURN 
Agent of American of Newark Tells 
' of His Experience With “Iron 

Clad” Barn 
An agent of the American, of New- 
ark, writes to that company the fol- 
lowing letter which contains some good 
food for thought: 
“Just to let you know, and as an 
example for what it may be worth, I 


want to tell you of my misfortune in 
losing my fine two-story, iron-clad barn 
with all contents, except live stock, this 
morning about two o’clock. 

“It is not known how it caught, and 
the loss to me represents in building, 
feed, seed and machinery about $7,500. 
It was my intention to write some in- 
surance on the building and contents 
this week, and only yesterday did I 
intend to bind you on it, but with the 
rush of business I overlooked it. 

“This was one of the handsomest and 
best equipped barns in this part of the 
country. My loss comes particularly 
hard at this time as all my grain had 
been gathered and housed in the build- 
ing. 

“I have been in the insurance busi- 
ness for years, but it goes to show that 
the very thing we think will not burn, 
is the very thing that will burn. What 
is worth having is worth protecting by 
insurance. Don’t put off ’till tomorrow 
what can be done today.” 





NEW ENGLAND FIELD CHANGES 





Herbert W. Griffin Appointed By Com- 
mercial Union; W. T. Furness To 
Devote All Time To Boston 





The Commercial Union announces a 
few changes in the New England field. 
General Agent W. T. Furness will de- 
vote his entire time to the city of 
Boston, in order to provide for the 
growing interests in that city. 

Special Agent C. W. Elwell, having 
fully demonstrated his fitness for added 
responsibilities, will be assigned to 
Eastern Massachusetts and Rhode 
Island. 

For the vacancy created by the 
transfer of Mr. Elwell to his new field, 
Herbert W. Griffin has been appointed 
as special agent with headquarters at 
Springfield, Mass. Mr. Griffin’s terri- 
tory will be Western Massachusetts 
and Vermont. Mr. Griffin has had long 
training in special agency work. He 
has been a well known field man in 
New England for a number of years. 
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THE HANOVER 


FIRE INSURANCE COMPANY 


Continuously in business since 1852. 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 

ANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD President 
FRED. A. as rorae Vice-President 


CHARLES W , seLe Vice-President 
RVIS, Secretary 
WILLIAM (ORRISON. Asse Sec’y 


HOME OFFICE 


Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, Inc. =. Agents 
Metropolitan Distri 


% WILLIAM STREET, 1EW YORE 








HARRY C. FRY, pis Figeident 
JOHN B. SIRIC 
J. A. HE ErkiC” Treasurer 
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BRITISH AMERICA 


ASSURANCE CO. 
Incorporated 1833 
Tororte, Canada 
FIRE, EXPLOSION—RIOTS, 
COMMOTIONS AND eo 
Statement January 1, 192 


Assets ......... obpeeses ° 
LIGDITIGES cccccccccesoccoccce 






Surplus in United Stetes........ 
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sey Standardizing 
Hydrant-Hose Threads 


pe CHIEFS ARE PLEASED 
wir Association Sends Out Letter Re- 

lating Progress in Overcoming 
Many Obstacles 









LONDON 

















OH: 

onsiderable publicity has been giv- 
rindi hom time to time to the problem 
who standardizing hydrant and _ hose 
CHICAGO, beads throughout the country. This 
iT: yardization is important in that it 
amento S,fmiics the various fire departments 


co-operate with each other in time 
(conflagration. New Jersey has made 
smuch, if not more, progress in this 
ok than any other state, all of 
hich makes of interest a letter re- 
cived by the New Jersey Schedule 
ating Office from the New Jersey 
tate Fire Chiefs’ Association, Charles 
AITE Greenfield, president. 
The letter in part follows: 
‘When the Schedule Rating Office of- 
ered to Supply the Chiefs’ Association 
ith four sets of standardization tools 
l[Y ni to maintain these tools in goods 
ondition, you gave us the unusual op- 
bortunity to do real, practical, construc 
ive work which is gaining for the As- 
oiation a standard and _ reputation 
e shich could not be obtained ng hag 
eae Ithough the standardization work is 
ialists being carried on in the name of the 
jew Jersey State Fire Chiefs’ Associa- 
jon and under its direction, and the 
embers of this association are giving 
Agent reely and unselfishly of their time and 
bervices, I wish to acknowledge on be- 
, af of the association, sincere appre- 
e Co. ation for the very valuable assistance 
mid co-operation we have received 
| rom your office in the prosecution of 
T his work. Without this aid I do not 
¢ieve we could succeed and I have 
0 hesitancy in saying so. 
‘Regarding the standardization work, 
etme say that I do not believe any 
Bate is confronted with the obstacles 
ve encountered. In the northern part 
a { the state, we have a great many 
K, Treasurer ities and towns which have the non- 
‘ hlandard couplings used in New York, 
50., Inc, ni in the southern part of the state 
E 
(TTSBURGH 


















any cities and towns have followed 
Philadelphia with its snap couplings, 
pnd in the remainder of the state we 
find some sixteen different couplings 
arying widely in outside diameters or 
itch from the National Standard. 
With this difficult situation confronting 
is We gave very careful thought to the 
CO. ethods of procedure and concluded on 
B, slowing plan which is being car- 
el out. 
= “The work of standardization is car- 
fa ried on by counties. Some centrally 
ocated cit: town is induced to agree 
12 y or s in gr 
s2.m6g0 > ndardize. A date is fixed for 
meer alks on the subject and demonstration 
nthe use of the tools. A letter is 
(dressed to the mayor, the fire chief 
:: An the water superintendent of each 
$28,609,769 Binicipality, inviting them to the meet- 
jen. Mer. Ng. Prepared press notices are sent 
7° cach daily and weekly newspaper 
FE enlated in the county. After the 
GETT alks applications are received for the 
le of the tools. By correspondence 
om otherwise we finally get all of the 
owns to standardize. The tools are 
Oaned to each municipality, but the 
Municipality or water company must 
: rs Mish the labor. Frequently, the 
—_o ater compan lepart t ; 
hapa y or department arranges 
TT work on not only the hydrant 
nipples but the hose couplings and fire 
Men Sttinen and elon > : 
| Mate f nt fittings, and also the pri- 
factn ire hydrants and hose of manu- 
"ng properties. 
“Th Bergen First County 
ons — county taken up was Ber- 
. hen followed Warren, Sussex, 
Fm ra Morris, Hunterdon, and now 
on she corning in Mercer and Burling- 
and te ies. In all, we have 191 cities 
We belie with standard threads. This, 
—_—— When eve, is a very good showing 
MENT fronting consider the obstacles con- 
veo with the influence of non- 
tate, and hiladelphia at one end of the 
’ non-standard. New York at the 
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EVENTY-FIVE years of loyal and 


steadily increasing service to the 


American public have placed this Com- 
pany in a pre-eminent position in the field 
of American insurance. 


On our Diamond Anniversary we renew 
our devotion to the sound business princi- 
ples and high ethical ideals which operate 
to the advantage of the Agent and the 
Assured alike. 
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other end. One can hardly appreciate 
the importance of this work without 
the actual experience. In one small 
town we found three different threads; 
namely 6, 7 and 7% per inch; in an- 
other town 7, 7% and 8 per inch. In 
Trenton the hose couplings have 7% 
threads, and the hydrant nipples 7 
threads. The amazing thing is that 
these authorities did not know of this 
chaotic’ thread condition until the 
Chiefs’ Association showed it up. 

“It is very gratifying to know the 
keen interest the individual chiefs and 
municipal officials are taking in, not 
only the standardization work, but also 
in the Chiefs’ Association. Before this 
work was started our membership was 
one hundred and twenty-five. Today it 
is more than three hundred and fifty, 
and is still growing fast. In connec- 
tion with the standardization movement 
we are establishing an Endowment 
Fund, made up from the fees of a spe- 
cial Life Membership class. Today 
this fund is well over $1,000. of 
course, you understand, the fund is to 
remain intact and untouched and the 
earnings are to be devoted to vromot- 
ing fire prevention and fire protection 
work in New Jersey. 

“Aside from the fact that the move- 
ment will result in uniform threads 
throughout the state and assist this as- 
sociation in gaining recognition as an 
institution performing constructive wel- 
fare work, a greater good will follow in 
the permanent removal of the barrier 
which often prevented neighboring fire 
departments from aiding a distressed 
city because of the chaotic thread sit- 
uation existing heretofore. Thus we 
feel that all interests throughout the 
state will recognize the work accom- 
plished as being a strong factor in the 
saving of human lives and property 
values through the more effective con- 
trol of large fires.” 





MUNICIPAL INSURANCE 





President of Michigan Association Gives 
Argument Why City Buildings 
Should Be Insured 





Clyde B. Smith of the Row-Acker- 
man agency, Lansing, Mich., and presi- 
dent of the Michigan Association of In 
surance Agents, last week proved that 
he was a good agent. 

Smith used two recent fires in Michi- 
gan to good advantage in a letter to 
the Lansing city council urging that 
the city hall should be more fully 
covered by insurance. Smith cited the 
recent disastrous fire at the Flint 
court house and the College of Mines, 
Houghton, and stated that should 
blazes of equal importance occur in the 
city hall here, council would be open 
to criticism because of the nominal 
amount carried on the building. 

It is probable that council will take 
some action to increase the amount of 
protection. 

DELAWARE UNDERWRITERS HERE 

The Westchester Fire has decided to 
discontinue the Philadelphia head of- 
fice of the Delaware Underwriters De- 
partment and will remove that branch 
to the home offices in New York some 
time between now and June 30. Man- 
ager Thomas L. Wilson will remain 
in Philadelphia to develop local and 
suburban territory and is making‘ ar- 
rangements to move his offices to 220 
South Fourth Street. The Delaware 
Underwriters was organized following 
the re-insurance of the Delaware Insur- 
ance Company of Philadelphia by the 
Westchester in order to preserve ths 
agency plant of the former company. 





TRY TO “FRAME” HASTINGS 

Senator Hastings, of New York, who 
is leading the fight in the Assembly 
against the Ku Klux Klan, and who is 
a fire insurance broker in this city, re- 
ceived a package of dope at his Albany 
hotel this week, which he turned over 
to the police. They believe it was an 
attempt to disgrace him with the 
public, 
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Farmers will need hail in- 
surance this spring and 
they will need it badly. 
Big crops will bring big 
prices—if they are har- 
vested. 


But no locality is immune 
from devastating hail 
storms. This is shown by 
the record of hail losses 
paid in every state in the 
Union. 


Farmers will need hail in- 
surance and they will have 


Now is the time to sell 
Hartford Hail Policies 


the money to buy it. The 
upward swing of prices 
has given the farmer 
money to buy insurance. 
He will be encouraged by 


his banker to insure in the 
Hartford. 


Hartford Hail Policies are 
contracts fashioned with 
particular care to fit land- 
lord or tenant. They give 


_, . the farmer the utmost in 
_sound protection. They 


give the agent a worthy 
service to sell. 


‘ 


HARTFORD FIRE INSURANCE CO. 


HARTFORD, CONN. 


he Hartford Fire Insurance Co. and the Hartford Accident & Indemnity Co. 
write practically every forra of insurance except life. _ 


Eastern Department and 
Home Office 


HARTFORD FIRE INSURANCE CO. 
Hartford, Connecticut 


Western Department 


Southern Department 


W. R. PRESCOTT, Gen’l Agent 


Trust Co. of Georgia Bldg. 
ATLANTA, GA. 


Pacific Department 


» DUGAN & CARR, Gen’l Agents 
aw So. La Salle St., Chicago, Ill. 
oC 

“ a 


DIXWELL HEWITT, Gen’! Agent 
Hartford Bldg., San Francisco, Cal, 
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What Will Happen To 
Penn Department 


INSURANCE MEN IN THE DARK 





Reports That it Will Be Consolidated 
With Some Other State Depart- 
ment Draw Comment 





Reports that the Pennsylvania Insur- 
ance Department is to be merged in 
some way which will make it a sub- 
department of some other department 
are interesting Pennsylvania under- 
writers, agents and brokers. Governor 
Pinchot is a reformer and is branching 
out with all sorts of innovations. The 
situation at the present writing is 
described by “The Insurance World,” 
of Pittsburgh, as follows: 

“The forecast in ‘The Insurance 
World’ of upwards of a month ago, 
that the Pennsylvania Insurance De- 
partment would cease to function as an 
independent department of the state 
administration and would be merged 
with the proposed Department of Com- 
merce and submerged to the status of 
a bureau or sub-department, appears to 
thow promise of fulfillment. Reports 
from Harrisburg indicate that Governor 
Pinchot is going to endeavor to re- 
organize and centralize all fiscal mat- 
ters in connection with the administra- 
tion of affairs. This will entail a 
sweeping decentralization of depart- 
mental activities and, in line with Gov- 
ernor Pinchot’s announced intention, a 
substantial reduction in the number of 
department heads, bureaus and com- 
missions. Governor Pinchot’s new 
plans are about ready for presentation 
to the Legislature. How they will fare 
remains to be seen. The effort, how- 
ever, to effect a more or less revolu- 
tlonary changeinthe state administra- 
tion will be a most substantial one. 
In event the Insurance Department is 
relegated to the status of a bureau or 
sub-department of the suggested De- 
partment of Commerce it will at any 
rate retain an individual head, and 
Samuel W. McCulloch, present acting 
Commissioner of Insurance, is the most 
prominently mentioned individual for 
the appointment. It is generally un- 
derstood that J. S. Fisher, of Indiana, 
will head the Department of Commerce 
in event the plans of Governor Pinchot 
carry through as formulated. 


Praise for Sam McCulloch 


“The appointment of Mr. McCulloch 
to have charge of such a sub-depart- 
ment ag proposed would meet with uni- 
versal roval of men engaged in the 
business of insurance, whether at home 
offices Or in the field. Mr. McCulloch 
last week completed forty years of 


Service with the department. When J. 
Woods Brown, now manager of the 
Middle Department of-the Fire Associa- 


Deputy Insurance Commis- 
sloner Mr. McCulloch served in the de- 
Partment as chief clerk. Upon Mr. 
Brown’g retirement thirty-two years 
4g0, ‘Sam,’ as he is known to a great 
many men engaged in the insurance 
business, was elevated to the position 
of Deputy Commissioner—a position he 
has held through many changing ad- 
ministrations ever since, excepting for 
4 period when he was Insurance Com- 
mnisstoner. It is doubtful if there could 
bs found an individual better qualified 
ha administration of the details of the 
nsurance department or bureau, what- 
bite it may be called; than Mr. Mc- 
loch, and it is to be hoped that in 
ne enition of his efficiency in hand- 
tien jepartmental affairs, not to men- 
that is long service in the department, 
pla Whatever Governor Pinchot’s 
jon may be, and whether they carry 

ough as scheduled or not, Samuel 

‘ och will be retained with the 


Insurance Department in a prominent 
and responsible capacity, 

“In many ways it is regrettable that 
the Insurance Department of the state, 
in view of the magnitude of insurance 
interests, is not to retain a separate 
entity. The Department, however, 
through no fault at all of the men in 
charge, has not functioned altogether 
as might have been desired. There has 
not been a printed report of depart- 
mental activities—a so-called insurance 
report—since the volumes covering the 
business of 1917. Statistics as regards 
the insurance business in this state for 
the past five years are not readily 
available. The report covering” the 
business of 1918 was fully prepared and 
partly printed when it was recalled 
from the hands of the state printer at 
the instance of Governor Sproul; and 
reports each' year since have been pre- 
pared ready for printing but have not 
been printed. The first break in the 
annual publication of insurance depart: 
ment reports from the time of the es- 
tablishment of the department in 1873 
occurred in 1910, when Governor Tener 
recalled from the printer the report 
covering insurance activities for that 
year. The report that year was de- 
layed by the printer until it bumped 
into printing activities in connection 





United States Branch 
83 Maiden Lane, New York 


with the 1911 legislative session. A 
similar situation arose in 1919 in con- 
nection with the 1918 report. Condi- 
tions then, however, were aggravated 
to a very considerable extent by gen- 
eral conditions resulting from war ac- 
tivity. It is to be hoped, and we trust 
insurance interests will insist, that, ir- 
respective of what disposition is made 
of the insurance department we may 
have from now on regular reports, 
printed at a seasonable time, and con- 
secutively. And insurance interests 
should also insist that the lost reports 
are restored, at least in their essential 
particulars, so that there may be avail- 
able a complete and comprehensive his- 
tory of insurance activities in the Com- 
monwealth of Pennsylvania.” 
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IN TRUST COMPANY’S WINDOW 

Leonidas S. Jones, chief of the Bu- 
reau of Fire Prevention, Richmond, Va., 
has arranged two exhibits in the win- 
dow of the American Trust Company, 
of that city, which demonstrate the 
economic value of fire prevention. One 
exhibit is a wooden ash barrel, recent- 
ly the cause of a downtown fire, which 
brought out eighteen pieces of appar- 
atus and endangered many lives. The 
other is a small can of gasoline which 
caused a dangerous explosion and fire 
in a downtown grocery store. “One 
gallon of gasoline,’ says a warning 
sign, “has the explosive properties of 
eighty pounds of dynamite.” 








it, protect it. 


HENRY EVANS, 


NEW YORK 











Chairman of the Board. 


Insuring Opportunity 


“There is a universal agreement,” says the Literary Digest, 
“that America is out of the slough of industrial depression and is 
again climbing the heights toward prosperity.” 


New impetus is being given to business everywhere. Manu- 
facturers and merchants report increased consumer demand, and 


are generally cheerful over this new era of better times. It means 
more profits for them. 


But in their enthusiasm they must be cautioned that a fire, 
explosion or windstorm loss today means more than a loss to stock 
or damage to building. Standing, as business does, on the threshold 
of a period of old time prosperity, it has at risk opportunity. 


We’ve all been waiting for opportunity. Now that we have 


Use & Occupancy Insurance is the needed safeguard, and the 
aggressive agent will conduct an extensive drive for it. 


AMERICAN EAGLE 


FIRE INSURANCE COMPANY 
80 Maiden Lane, New York, N. Y. 





“AMERICA Fora” 


CASH CAPITAL—ONE MILLION DOLLARS 


CHICAGO 





JAMES A. SWINNERTON, 


President. 
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Chances Offered 


By Insuring Movies 
MANY IN ENORMOUS SPECIALTY 


Member of San Francisco’ Brokers 
Exchange Calls Attention to the 
Wide Opportunities 
Milton Meyer, member of the 
Francisco Insurance 
and also secretary of the Graf Produc- 
tions 
story in the “Insurance 
letin” for March 
kinds of insurance protection that can 
easily be sold to persons in the moving 
picture business Parts of his article, 
which deal with Los Angeles, follow: 
Insurance Men Reap Harvest 


San 


Brokers Exchange 


Incorporated, is the author of a 
Brokers’ Bul- 


describing the many 


As the studios are a distance from 
the center of the ity, these people 
usually place their insurance’ with 
representative who make it their 
business to cater to this particular 

Representatives who have 


clientele 
scught this business in the South, and 
have established a reputation of fair 
treatment among the picture folk, are 
reaping a golden harvest in commis 
sions on premiums of every descrip- 
tion 

The producers not 
ance on their properties 


only carry insur 
such as build 
, works of art 


ines, furniture, draperies 
ecstumes, etc., covering fire and theft, 
but they carry many other policies 


Workimen’s compensation insurance 
naturally is carried. The lives of the 
leading players are all insured by the 
producers, who also carry accident and 
health policies on these players in 
order to protect themselves from being 
caught in the middle of an expensive 
production by illness or death of a 
player who has already been registered 
in settings that have been filmed and 
destroyed in order to make room for 
other settings. 

Insuring the Films ° 
negative film stock is insured 
from the time it is delivered to the 
studio until after it has been used to 
register the action of the story at hand 
and shipped safely to New York. This 
policy alwavs amounts to a_ large 
amount. When a production costing a 
vast fortune is finished, the only thing 
the producer has to show for it is the 
negative from which the release prints 
are made. 

When the negative arrives in the 
East, a new policy is usually taken out 
at a much lower premium, based on 
the fact that, after the release prints 
to be shown in the theaters are made, 
the negative is stored in specially con 
structed vaults where it is exposed to 
but little danger. 

Rain Insurance 


The 





Insurance against rain is not an un 
common thing among the producers, 
During the filming of the battle scenes 
in the Mayflower production of 
“Soldiers of Fortune,” more than eight 
hundred horses and two thousand men 
were employed. In addition to’ this, 
work inside the studio had to cease al 
though the expense went on It was 
estimated that this day's filming cost 
approximatelv $30,000 or, if you please, 
more than $838 a minute There are 
many big exterior scenes of this sort 
made for the motion pictures, and it is 
easy to realize the peace of mind ac 
corded the producer who insures them 
against the elements 


UMBRELLA MEN MEET 
In an effort to comply with the new 
fire regulations without tampering 


with their industry the members of 
the umbrella handle trade met at -the 
Hotel Pennsylvanial a few days ago 


to discuss future action 

Frank Brodie, who has been special 
agent for the Aetna, has become a 
partner in the old agency of Root & 
Boyd, Waterbury, Conn, 
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Fifty-One Years—Time Tested 


SUPERIOR 
FIRE INSURANCE COMPANY, PITTSBURGH 


An American Company 
that, by friendly co-operation and consistent and dependable 
service, has won a high place in the agency field. 


Total Assets $3,509,765 
Surplus $750,401 


Ss. 


1922 








LOCAL CHANGES BY AETNA 


G. H. Reaney Succeeds W. H. Mulheron 
at Brooklyn Office; R. R. Clark Re- 
signs As Denver Manager 
The Aetna Life has made several 

important field changes lately. 

R. R. Clark, manager of the Denver 
branch office has resigned, The office 
is now in charge of L. B. Fowler who 
has been appointed acting manager. 
Vir. Fowler has been superintendent of 
the bond department at the Denver 
office. 

W. Hl. Mulheron recently resigned as 
manager of the branch office in Brook- 
lyn to become associated with Oppen- 
heimer & Field) general’ agents at 
Springfield, Mass. 

G. H. Reaney takes Mr. Mulheron’s 
place as manager of the Brooklyn 
office. He was formerly manager of 
the ground floor service department of 
the New York office at 100 William 
Street. 

Mr. Reaney is succeeded by E. L. 
Breen, who will also continue as super 
intendent of the fire brokers’ service 
department. 

Philo Coco formerly special agent at 
the New Orleans branch of the com 
pany has; been annointed superinten- 
dent of the fidelity and surety depart- 
ment of the company at that branch. 

James H. Powers formerly an agent 
at Dallas, Texas, has been appointed 
superintendent of the fire department 
of the company’s branch in that city. 


OPENS PHILA. BINDING OFFICE 
America Fore Group Offers Same 
Facilities as in New York at 210 
South Fourth Street 
The America Fore group companies, 
including the American Eagle, Farmers 
of flowa, Sontinental and _ Fidelity- 
Phenix, has established a. binding 
office in Philadelphia, offering its 
agents and brokers the same facilities 
for placing business with these com- 
panies as in New York, Chicago, San 

Francisco and Montreal. 

Binders on business located = any- 
where in the United States or Canada 
may be secured from Charles’ H. 
Abrams, special agent; G. G. Plyer, 
special agent; Franklin A. Staats, 
special agent, and Victor Kurbyweit, 
Engineer, 210 South Fourth = street, 
Philadelphia. 

This office is in a position to offer 
unusually large capacity and to co 
operate fully in analyzing rate sched 
ules and in fire prevention inspection 
work. 





PHILOSOPHY 

The National Liberty offers these 
paragraphs in its Gompanv publication: 

Luck is the result of hard work. 

Pluck, patience and perseverance 
spell power. | 

Help instead of scold. 

Lake Underwriters Meet 

Lake hull underwriters are meeting 
this week to formulate rates and con- 
ditions for the current lake season 
which opens shortly. The ice is break- 
ing up slowly on the lakes so that 
through navigation will be possible 
within a few weeks. 

R. W. Moorhead is now editor of The 
Underwriters Review of Des Moines. 





D. R. SIBLEY MADE MANAGER 


Of Inland Marine Department of the 


Automobile; 


E. L. McCutcheon 


Assistant Manager 


D. R. Sibley has been promoted to 
be manager of the inland marine de- 


partment of the Automobile 


ford. 


of Hart- 


This appointment was made fol- 


lowing the election of E. J. Perrin, Jr., 


as assistant secretary, 


the department. 


in charge of 


Mr. Sibley was form- 


erly assistant to Mr. Perrin. Mr. Sib- 
ley has been with the Automobile since 


April, 1920. 


idence. He is an 
marine 


experienced 


underwriter and qualified to 


He was previously with 
the Providence-Washington, 


of Prov- 
inland 


fill the position to which he has been 


promoted. 

EK. L. 
appointment of 
the inland marine 
which he has 
1920. 
the Affiliated 


McCutcheon 
assistant 
department, 
been connected since 
Mr. McCutcheon has been with 
Aetna companies for a 


received the 
manager of 
with 


number of years, serving in various ca- 


pacities. For some 


time, he 


was em- 


ployed in the field accounting depart- 


ment. 





HIGGINS AN UNDERWRITER 

M. M. Higgins, for some time inland 
and ocean marine special agent of the 
New England marine department of the 
Automobile of Hartford, has been ap- 


pointed 
Atlantic marine 
del phia. Mr. 


underwriter charge 
department at 


Higgins has 


of the 
Phila- 
taken the 


place of H. R. Woolsey, who resigned 


recently. 


For a number of years Mr. 


Higgins has served the Aetna Affiliated 
Companies both at the home office and 


in the field. 
the New York 
Jeaver Street. 


He was 
marine 
With his long and va- 


one time in 
office at 82 


ried experience in the inland and ocean 
marine business, Mr. Higgins has good 
qualifications for the responsible posi 
tion to which he has been appointed. 
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| New York Legislature 








The balance of the legislative pro- 
gram of the New York Insurance De. 
partment will be introduced sometime 
this week. 

Among the bills introduced last week 
were these: 

A measure by Senator Fearon (Sen- 
ate Print No. 1536) Amending Section 
282-b Highway Law by requiring al] 
persons owning or operating motor ye- 
hicles to furnish indemnity bond or in- 
surance policy for $2,000. 

A bill by’ Dunnigan (Senjate Print 
No. 1633), Amending Sections 2 to § 
Arbitration Law, by providing for val- 
idity of agreement for arbitration of 
controversies under policies of insur- 
ance, for remedy in case of default, 
failure to name arbitrator and stay of 
proceedings. 

A bill by Senator Dunnigan (Senate 
Print No, 16385), Adds New Section 
121-a Insurance Law, providing when- 
ever a fire insurance policy calls for 
examination of insured in relation to 
claim of latter, examination shall be 
completed within 60 days after filing 
proofs of loss and such examination 
shall be limited to matters germane to 
the claim and the insured shall be en- 
titled to be represented at such exam- 
ination by counsel. 

Senate Print No. 1711 by Mr. Straus, 
Enacting Motor Vehicle Compensation 
Law to be chapter 86 of the Consoli- 
dated Laws. Every motor’ vehicle 
owner must file a policy of the New 
York Motor Vehicle Owners’ Mutual 
Compensation Association. 

Assembly Print No. 1756 by Mr. Hut- 
chinson. Amends Sections 39, 40, 44, 
45 Insurance Law, providing for ex- 
aminations by Superintendent into af- 
fairs of any insurance corporation or 
other insurer and any pension fund or 
retirement system required to make 
reports and relative to time of making 
reports and forms thereof. 

Assembly Print No, 1844 by Mr. 
Hamill. Amends Sections 44 and 46 of 
the Insurance Law requiring insurance 
corporations to file annual reports on 
or before January 15 instead of Feb- 
ruary 15 as at present and the trans- 
mission by the superintendent to the 
legislature of his annual report within 
thirty days after the opening of the 
legislature instead of within 90 days as 
at present. The Assemblyman was 
much perturbed that the report should 
have come in so late this year, for 
some reason or other, it is said. 
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WANTED 


Gentleman with 10 years’ experience in liability, casualty and bonding 

lines is looking for an opening in an established insurance office with a 

view of acquiring an interest in same or buying out present owner. 
Address Box 101 

c/o The Eastern Underwriter Co., 86 Fulton Street, New York City 








Look for Big Year 
In Auto Underwriting 


AETNA’S ADVICE TO AGENTS 





Auto Insurance Has Not Kept Pace 
With Production of Cars; Agents 
Have Fertile Field 


That the production and sale of auto- 
mobiles during the current year will be 
as great if not larger than in any pre- 
vious year is the opinion of many au- 
tomobile insurance underwriters. A 
banner year in underwriting is ex- 
pected, and with 1922 closing as a prof- 
itable twelve months for the majority 
of companies, hopes run high for 1923. 
The Aetna Life and Affiliated compa- 
nies is one of the first to get on the 
job in sending out literature to guide 
their agents in securing this new busi- 
ness. 

xtracts from “The Aetna-izer’, the 
company publication, are given here- 
with: 

Far from having approached the sat- 
uration point, there is everything to 
indicate that the production and sale 
of motor vehicles will continue to in- 
crease throughout 1923 and for many 
years to come. Here are some of the 
factors that will inevitably work for 
steady and long-continued growth of 
motor transportation in this country: 

(1) The public demand for individ- 
ual, flexible transportation, 

(2) The time-saving value of motor 
cars and motor trucks which more than 
pays for their expense. 

(3) The demonstrated fact that the 
prosperity of the motor vehicle busi- 
ness aids general prosperity. 

(4) The definite organization of a 
national highway program which re- 
sulted in 10,000 miles of new roads be- 
ing built in 1922. 

(5) The replacement market for cars 
and trucks going out of use, which 
alone should call for about 1,800,000 
motor vehicles in 1923. 

(6) Improved engineering and serv- 
ice stations, which make the modern 
car and truck a reliable means of trans- 
portation. 

It is a matter of common knowledge, 
too, that competition in the field of low- 
priced and medium-priced cars will be 
keener in 1923 than in any previous 
year because of the recent entry into 
this field of automobile manufacturing 
organizations which have already be- 
come. well-established. Price reduc- 
tions, easy-payment plans and other 
compelling inducements will unques- 
tionably create a responsive market. 
One concern, for example, started the 
year with orders ahead for approxi- 
mately 300,000 cars—its entire 1923 
manufacturing capacity—and has al- 
ready begun the erection of several 
new plants in order to catch up with 
the demand. 

At this point let us look back a little 
at our experience of the past two years. 
The volume of business written in 1921 
was approximately 10% below that of 
1920 yet for both years we suffered an 
abnormally high loss ratio. In 1922 
with a volume within 10% of that for 
1921, we had a much improved loss 
ratio, in fact one very gratifying to the 
company. This change has been large- 
ly the result of the whole-hearted way 
in which our agents applied the cor- 
rective measures set forth in “The 
Aetna-izer” supplement of April, 1922. 
In other words, such restrictions as 
were placed upon the soliciting of cer- 
tain lines of the business had little ef- 
fect upon the total automobile writings, 
yet the volume of losses, which had be- 


come very serious indeed, was ma-— 


terially checked. 

Reverting to the subject of oppor- 
tunities ahead for securing a profitable 
volume of automobile insurance, there 
are plenty of facts to indicate that, for 
several years at least, we are going to 
see a continued increase in the number 
of automobiles manufactured and sold 
in this country. But the main thing to 
keep in mind is that, regardless of 
whether this increase is in line with 
estimates of the more conservative 
students of this subject or fully meas- 
ures up to the startling prophesies of 
the more enthusiastic, there will be an 
abundance of automobile business to be 
had. 

We are, perhaps, inclined to lose 
sight Of the extremely significant fact 
that the growth of automobile insur- 
ance, rapid as it has been, has lagged 
far behind car production and car sales. 
We feel safe in saying that, out of 
the cars already sold and in operation, 
not more than 25% are insured against 
liability, property damage and collision 
hazards and not more than 50% against 
fire and theft hazards. Entirely apart 
from the new car market is this field— 
and it is a big one—to develop, 





BASKETBALL 
Home, of New York, To Meet Travelers 
For Inter-City Champion- 
ship April 7th 


For the second year in succession the 
basketball teams representing the 
Home, of New York, and the Travelers, 
of Hartford, Conn., will meet to decide 
the inter-city insurance championship. 


Time: Saturday evening, April 7th. 
Place: Twenty-second Regiment ar- 
mory. 


In winning the championship of the 
New York Insurance League, the record 
of the Home is ten games won and one 
lost, and the record of the Travelers 
of Hartford is equally as good. 

There will be a preliminary game be- 
tween the girls of the Chase National 
Bank, New York, and the girls’ team of 
the Travelers from Hartford. In this 
game last year the New York team only 
lost by two points and another exciting 
contest is looked for this year. 





PHILADELPHIA CHANGES 

The Importers and Exporters of New 
York has transferred its Philadelphia 
agency from the offices of BE. R. Hunt 
& Co. and the W. J. Snyder agency to 
Henry W. Brown & Co. The Firemen’s 
Underwriters of Newark has discontin- 
ued the authority of D. E. Simon & Co. 
and the Firemen’s of Newark has com- 
missioned Stone, Mathews & Co, for 
Philadelphia and vicinity. 
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SHEVLIN AGENCY, Inc. 


GENERAL AGENTS 
FIRE & AUTOMOBILE INSURANCE & SURETY BONDS 
Excellent Facilities for Handling Suburban Business 


New York, N. Y, 


Phone Beekman 1933 
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wheels and furnishes the motive power We'll venture to say that a very | versi 
ot the world. large proportion of people believe ap- a bai 
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dollars earn must be saved against 
hard times and unprofitable years and 
as capital to build more factories and 
stores and pay more people wages. 
Of course, the Bolsheviks, saturated 
with the sophistries of Karl Marx and 
lacking any sense of humor, fail to ap- 
preciate such matters yet, we have an 
idea that Messrs. Lenine and Trotsky 
appreciate that money should be paid 
for its labor and somewhere outside of 
Russia probably both have husky little 
bank accounts—‘“factories” where dol- 
lars are working for them twenty-four 
hours a day against the time when the 
Russian people will come to life and 
fire these ridiculous Red Charlatans. 
For even a fat headed nation and fat 
headed socialists must one day see the 
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this sort of thing in their pages, but 
g0 over on the East Side and poke 
around and in the language of a popu- 
lar song, “You'd be surprised.” 

One of these days perhaps business 
men of real sense and vision will get 
together and start a campaign of educa- 
tional publicity about these things and 
when they do (and it would only cost 
a few dollars per person), we won't hear 
nearly so much about overthrowing the 
Government and divvying up oa 
wealth. 

But pshaw, we’re too busy making 
money to give any thought to such 
matters, just as Louis the Sixteenth 
was too busy amusing himself to ab- 
sorb any of the mob’s ideas. 

Well after a while the mob got tired 
of waiting for signs of life and explana- 
tions, so they grabbed the reins of 
government themselves and cut off a 
good many heads, which was probably 
a complete surprise to these heads as 
the axes fell. 

Are our Captains of Industry going to 
be just as foolish as the French Court 
was then? 


SH fCiage rattling, 


O’DONOHUE MAKES CHANGE 

Joseph J. O’Donohue, well known 
broker and formerly an officer of the 
“Fighting Sixty-ninth” while that regi- 
ment was in France, has joined Veitch, 
Shaw & Remsen, Inc., insurance brok- 
ers, 11 John Street, as vice-president. 
During the four years that he has been 
an insurance broker, Mr. O’ Donohue 
has transacted the bulk of his business 
‘through Schiff, Terhune & Co. 
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"AUTOMOBILE & MARINE DEPARTMENT | 


Ryder Resigns From 
The National Bureau 


70 ACCEPT COMPANY POSITION 








Manager of Auto Department Helped 
Organize New Orleans and St. 
Louis Branches 








Ambrose Ryder, manager of the au- 
tmobile department of the National 
Bureau of Casualty & Surety Under- 
writers and one of the best liked auto- 
mobile insurance men in this part of 
the country, is resigning on April 15 
to accept a company position. Mr. 
Ryder will not disclose at this time 
the name of his new association. It 
has been Mr. Ryder’s view for some 
time that the broadest field for develop- 
ment and progress was in connection 
with company work although he real- 
jes that his experience with the Bu- 
rau for nine years has been the most 
valuable that could be obtained. 

After graduating from Cornell Uni- 
versity in 1918 Mr. Ryder worked with 
a bank for a short while before join- 
ing the National Bureau. In 1915 he 
was appointed manager of the New Or- 
leans branch, just starting, and organ- 
ied that. From there he was trans 
ferred a year later, to St. Louis, to put 
that branch on its feet. The task com- 
pleted, he came on to New York to 
initiate the work of the automobile 
department. 

Today that department is working on 
a high plane of efficiency in supervis- 
ing and guiding the automobile prog- 
ress Of all companies in the Bureau. 
Mr. Ryder is to be congratulated heart- 
lly upon the success of his efforts. He 
is also manager of the National Air- 
craft Underwriters’ Association, a 
younger brother of the automobile de- 
partment, 

In giving notice of his resignation 
Mr. Ryder wrote the following letter 
to all the companies of the Bureau: 

“I have decided to leave the Bureau 
about the 15th of April, in order that 1 
may accept a position with a company. 
| “It has meant a great deal to me to 
have been connected with the Bureau, 
and I do not sever these relations with- 
out many feelings of regret. The work 





has been extremely interesting, and I 
_ know that as time goes on I will ap- 
_ Preciate more and more the opportun- 
ities it has afforded me to become fam- 
liar with some of the problems of the 
business. It has meant even more to 
me to have had the privilege of know- 
ing so many of the men who are carry- 
ing on the business of insurance in one 
capacity or another, and I am deeply 
4 indebted to those who have had deal- 
« a with me and with the Automobile 
epartment for their many courtesies 
_ 4nd their everlasting patience.” 





FOREIGN TRADE COUNCIL 
Pind tenth National Foreign Trade 
Z Nevention will be held this year at 

rag Orleans, May 2, 3 and 4. While 
_ — Program for the convention has 
nt een published it is certain that 
— insurance will be given a prom- 
View Place among the topics for re- 
wae and discussion. Several under- 

“ Ts in this city last year attended 
Charon at Philadelphia where 
— R. Page, C. S. Haight, W. H. 

yteaux and others were speakers. 
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‘ NEW MARINE BILLS 
duoed neyman Hutchinson has intro- 
ing ven Albany two bills, one amend- 
ee ons 22, 34, 162, to 168 and 169, 
roy law, relating to marine in- 
thes isn the others amending sec- 
section . 92 and 197 and adding new 
Sesaie: 7a, tax law relating to the 
tax on marine insurance. 










How the Submarine 
S-48 Was Salvaged 


CREW NEAR DEATH FOR HOURS 





Salvaging of Naval Vessel Worth 
More Than $2,000,000 Was Strik- 
ing Piece of Work 





How the accident to the submarine 
8-48, while on a trial trip on Long 
Island Sound, occurred and the man- 
ner in which the crew was _ saved 
from death and the submarine even- 


tually salvaged is described in an 
article appearing in the March issue 
of the “Fireman’s Fund Record.” The 
Atlantic marine department of the com- 
pany carried a good sized line on the 
vessel but the losses were kept down 
to a moderate figure through the ex- 
cellent work of members of the United 
States Salvage Association in getting 
the “sub” to port for repairs. 

Following is the story of the sunken 
submarine: 

Captain Austin and his crew of 
thirty-eight men little realized how 
soon they were to come face to face 
with death many fathoms under water 
when they cleared from Bridgeport 
early on the morning of December 7, 
1921, for New London with the purpose 
of carrying out some submerged trials 
while en route. 

Shortly before leaving Bridgeport, 
the S-48 had been prepared for sub- 
mergence and about an hour later the 
order waly given to dive. The boat 
at once gathered speed and then, 
quivering from stem to stern, disap- 
peared below the surface of Long 
Island Sound. 


Trouble Develops Early 

Immediately there was a cry from 
the engine room and the sound of 
water. Hurrying aft from his station at 
No. 2 periscope to the engine room 
door through which the men were com- 
ing on the run, Captain Austin saw 
that water already lay about six inches 
above the floor plates. A solid stream 
hit the back of the port engine, rising 
into the air and flowing over into the 
alleyway between the engines. Al- 
though the order had been given for 
full speed ahead in both motors to 
bring the craft to the surface, the sub- 
marine took a gradual angle by the 
stern, rapidly settling to the bottom 
seventy feet below. A wall of water 
rushed aft to the motor room, leaped 
the steps, and blanked the bulk head 
door. The last: man staggered through 
from the engine room, up to his waist 
in water. The engine room door was 
slammed shut, isolating the after part 
of the vessel. 

Water had entered the after end of 
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the big craft through an improperly 
secured manhole cover over one of the 
main ballast tanks. It was impossible 
to secure the cover from the outside 
with the boat lying on the ocean bed. 
It was equally impossible to enter or 
pump out the flooded compartments. 
The motors had grounded and stopped. 
The lights in the control room went 
out, and a hand torch was used until 
portable lights were installed from the 
forward battery compartment. Finally, 
to increase the troubles of the men, 
there arose the poisonous fumes of 
chlorine gas from the flooded after 
batteries. 


Vessel Raised at Bow 

In an effort to obtain assistance, sev- 
eral blank torpedoes were launched, 
on which were painted messages de- 
scribing the plight of the disabled 
craft. An attempt was also made, with 
some success, to lighten the bow of the 
submarine so as to bring it as near the 
surface as possible. With great ingen- 
uity the crew succeeded after six hours 
of work in pumping out various tanks 
and removing lead ballast until the boat 
lay at an angle of 23 degrees, with its 
stern sunk twenty feet in the mud. By 
this time chlorine gas had become so 
heavy that not a few of the men had 
succumbed, Although (considerable 
pressure already existed in the boat, 
more breathing air was released from 
tanks into the compartment. It was 
evident that unless relief came quickly 
it would be of no avail. 

A call for volunteers to go through 
one of the torpedo tubes was then 
issued, and from those who responded 
one man was selected and placed inside 
the forward starboard tube. The inner 
door of the tube was shut, the muzzle 
door opened, and the volunteer disap 
peared. 

For those who remained there was 
an anxious suspense. After a time, 
however, the man reported through the 
tubes not only that he had gained the 
surface but also that, in lightening the 
bow of the boat, the crew had actually 
raised it four feet out of water for- 
ward. The other two hundred and 
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thirty-six feet of the S-48 were still 
below the surface. 

No invitations were needed _ for 
several of the men to go above and 
assist in making signals of distress. 

As it was now dark, they burned 
mattresses, pillows, oil-soaked rags, 
clothes and personal effects in an effort 
to attract attention, They also riggec 


up a searchlight with which S O §$ 
signals were made. 
Saved By Standard Oil 
Several vessels were sighited at a 


distance, and most of the combustible 
material in the boat had been burned 
to attract notice, when about 10:15 a 
vessel was reported approaching. This 
proved to be the Standard Oil Barge 
No. 28 with a tow of steel barges, whose 
surprised captain, under the impression 
that the bow of the submarine was a 
motor boat on fire, had his pumps 
manned and was about to direct his 
fire hose on the unfortunate craft and 
its men. 

To add to the confusion, the barges 
drifted down, on the submarine, and 
when the impact of the collision came 
those below thought that all was lost. 
However, the tug captain soon saw the 
true plight of the men and the unfor- 
tunate naval vessel, and quickly, cut 
his barges adrift. Then, gallantly 
standing by, he removed the entire 
crew in his life boat as they were sent 
up through the torpedo tubes. 

The followin ay, when the headlines 
of the newspapers through the country 
announced the news of the accident, 
salvage officials hastened to the aid 
of the helpless craft, and, after a fort- 
night of hard work between, gales, 
finally succeeded in floating the vessel. 

The first operation, after leaks! in 
the hull had been repaired by divers, 
was the cutting of an opening in the 
after end of the boat by means of 
electric under-water cutting apparatus, 
through which the flooded compart- 
ments were pumped out. With the aid 
of two huge derricks, the stern was 
then lifted out of the mud, the pumping 
continued, and the vessel raised to the 
surface, after which she was escorted 
between the derricks into Bridgeport 
Harbor. 

Soon afterward repairs were com- 
menced, and after a period of several 
months, the vessel was restored to her 
original condition at a cost of over 
$450,000 to the underwriters who had 
insured her under a builders’ risk form. 
The Fireman’s Fund, through its At- 
lantic Marine Department had $176,000 
on the vessel, whiich was valued at 
$2,160,000, and contributed nearly $38,- 
000 toward salvaging her. 





We are now going to have a floating 
weather bureau and with our floating 
debt, our floating population and our 
drifting foreign policy, we may yet be 
come a great maritime nation, even 
though we have no merchant marine 
to speak of.—Columbus Dispatch, 





The annual meeting of the Associa- 
tion of Marine Underwriters will be 
held Monday at the headquarters of the 
New York Board. William H. McGee 
is president of the organization. 
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| Oddities of Jettison 
or Washing Overboard 








According to § 56 (2) Swedish Mar- 
ine Insurance Plan an underwriter who 
has written the insurance “ free from 
particular average unless in case of 
stranding” shall be responsible only 
for costs, for contribution to general 
average and for non-arrival of the ves 


sel, in the meaning of § 67, S. M. I. P., 
and further for such particular aver 
uge, whether total or partial, as has 


been caused by the ship having strand- 
ed, or struck against any object fixed 
or floating, or sunk to the bottom, or 
as has been occasioned by fire or ex 
plosion; but, on the other hand, he is 
not responsible for such particular av 
erage, whether total or partial, as may 
be held to have arisen in another way, 
even should any accident have occurred 
in the course of the voyage which, ac 
cording to the f. p. a. conditions, would 
have made the underwriter liable, had 
the damage been occasioned thereby. 


Further it is provided in § 81 5S. M. 
I. P. that an insurance of deck cargo, 
as also insurance on freight for such 


goods, shall be considered, even though 
this be not expressly stipulated, to have 
been effected under the condition 
“free from particular average unless in 
case of stranding” (§ 56, 2), loss through 
jettison or washing overboard not be 
ing recoverable, however, unless spe 
cially agreed upon, to a further extent 
than as allowed according to the pro- 
visions of § 50. 

A special clause for the insurance 
of deck cargo against “jettison and 
washing overboard” is not’ rarely 
agreed to. As deck cargo may be sub- 
ject to particular average from other 
causes than from “jettison or washing 
overboard,” for instance from loss 
through the breaking away of a stanch- 
ion or support, ete., the fundamental 
condition for covering deck cargo, even 
when insured against “jettison and 
washing overboard,” namely that the 
insurance “warranted free from partic 
ular average except in case of strand 
ing” is not cancelled on principle. But 
jettison and washing overboard are to 
be regarded as the most serious risks 
liable to particular average except in 
case of stranding, which deck cargo 
is exposed to. The acceptance of these 
risks therefore practically amounts to 
an exception to the principle of non- 
liability for particular average except 
in case of stranding. 

Il, Points From Practice 

A distinguishing feature of “jettison 
and washing overboard” is the parting 
of the goods from the vessel in a 
forced and unusual manner, occasioned 
by man’s intervention in jettison, 
whereas in the case of washing over- 
board the loss is caused by the imme- 
diate action of a heavy sea breaking 
over the side. 

In regard to defining “jettison,” it is 
stated in § 190 (2) of the Maritime 
Statute, that deck cargo which is jet 
tisoned, or sacrificed or damaged 
through other similar treatment, shall 
not be made good in general average, 
so far as the jettisoning is not carried 
out with the object of lightening the 
ship when aground. The term “or sac- 
rificed or damaged through other sim- 
ilar treatment” which recurs in the 
same paragraph (section 8), appears to 
convey the meaning that, in the sense 
of the regulations re general average, 
such measures are admitted as “jetti- 
son” which, strictly speaking, scarcely 
f2ll under this notion. 

In the following cases in which av- 
erage statements were drawn up in 
Stockholm, jettison of deck cargo in 
the meaning of the Maritime Law has 
been admitted: The lashings of the 
deck cargo (consisting of wood) had 
been lopped off, that portions of the 
cargo should go over board from time 
to time, thus lightening the ship which 
was in a perilous position. The plank 


gangways of a vessel were sawn 
through, so as to allow the high waves 
to run off and in so doing to carry 
away a part of the deck cargo (coke 
cinders). 

A writer on maritime 
scribes the following case as one of 
jettison: The captain decides, in an 
effort to save the ship and the rest of 
the cargo, to have some of the goods 
stowed in the holds, brought up on 
deck with the intention of jettison. 
Before this object is carried out, they 
are swept overboard by the sea. 

In another case, where a deck cargo 
in barrels was insured again jettison 
and washing overboard, the question 
arose whether the underwriter was lia- 
ble for damage caused by the fact that 
the barrels were intentionally smashed 
by the crew, and the contents conse 
quently lost. “Jettison,’ in the proper 
sense of the word, cannot be advanced 
when barrels are broken to pieces by 
the hand of man and their contents 
leak away. But when this has been 
done with the express object of light- 
ening the ship from the contents of 
the barrels, and they were smashed in 
order that this object should be more 
rapidly attained than if they were 
thrown overboard with their contents, 
it can at least be said from a more 
rational standpoint, that the goods 
themselves were “jettisoned” even 
when their packing did not share the 
same fate. And in this case it will be 
considered very unsatisfactory by the 
insured, if the underwriter on this ac- 
count should not be liable, because by 
a literal interpretation of the term 
“jettison” the foregoing case does not 
come under it. Of course, there can 
be no question of jettison, if a barrel 

is smashed through a 


law even de- 


for instance during the work on board, 
and the contents lost. 

If “jettison” shall be applicable, the 
object in question must be completely 
detached from the ship or the maritime 
property, viz., it must have ceased to 
be in the possession of the owner or his 
representative. In the case of an aver- 
age statement dealt with in Stockholm, 
a steamer laden with a cargo of bdles 
of cork ran aground on the west coast 
of Jutland, and lay in shallow water 
quite near the shore. The bales of 
cork stowed on deck were thrown over- 
board, but only with, the intention that 
they might float nearer the shore and 
be salved there; the salvors could keep 
watch over them all the time. Jetti- 
son in the proper sense of the word was 
not admitted, and although in conse- 
quence of a special proviso jettisoned 
deck cargo was not to be made good in 
general average, the damage sustained 
by the cork from the water was all the 
same recognized as general average, 
because it had been directly caused by 
the salvage action. 

It must be said, at least in some of 
the above described cases, that if the 
loss or damage cannot be regarded as 
jettison, it may at any rate be consid- 


ered as ‘washing overboard.’—The 
Marine Underwriter. 





NEW DUTCH CLAUSES 
Rotterdam Puts Into Effect New Con- 
ditions Affecting Hull and Cargo 
Underwriting 
Several new clauses relating to the 
insurance of hulls and cargoes have 
been adopted by the Rotterdam Asso- 
ciation for the Improvement of the 


mere accident, Marine Insurance Business, of Rotter- 
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dam, Holland. The text of  thege 
clauses follow: 

1. The undersigned, all transport ip 
surers at the Rotterdam Exchange 
hereby agree when insuring hulls of 
tramp vessels to cover anchors and 
chains only by providing for the frap, 
chise usually stipulated for hull insur. 
ances. 

2. Exclusion of “capture” in hull in 
surances of tramp vessels, 

It is hereby resolved to modify the 
agreement according to which time 
policies and voyage policies on hulls of 
tramp vessels may not be effected to 
cover the risk of capture, as follows: 

(a) Time policies on hulls of tramp 
vessels shall not include the risk of 
capture, provided the policy contain the 
usual clause with respect to the auto- 
matic expiration of war risks (molesta- 
tion) at the outbreak of the war. 

(b) Voyage policies on hulls of tramp 
vessels shall not include the risk of 
British capture, provided the policy 
contain the usual clause with respect to 
the automatic expiration of war risks 
(molestation) at the outbreak of war. 
3. Cancellation of time policies on 
hulls of tramp vessels. 

It is hereby agreed to cancel time 
policies on hulls of tramp vessels ae: 
cording to the Institute Time Clauses, 
Hulls. A one-sided option of the in- 
sured to cancel the insurance at any 
time against a proportionate premium 
return, shall not be admissible. 

It shall be permitted, however, to 
stipulate that the broker is authorized, 
in the event of the assured stopping 
payment, to cancel the insurance con- 
tract against a proportionate return at 
the end of a period of 3 months, pro- 
vided he has given written notice of 
this intention to the insurer 14 days 
after such event. In this case the 
brokers’ commission shall nevertheless 
amount to 124%4%. 

A provision to the effect that the in- 
sured is entitled to cancel the policy 
on account of a company not being sol- 
vent, in consideration of such company, 
shall not be considered as being in 
contradiction with this agreement. 

4. Requisition clause. 

This policy not to cover total loss or 
damage, particular average and_ all 
other losses and, or expenses whatso- 
ever, caused by arrest, restraint, seiz- 
ure, requisition or any other measures 
relative to the interest of disposition 
of the insured goods or to the owner- 
ship thereof, no matter whether such 
measures be intended or not as repri- 
sals, and whether they be taken by 
some authority or by private persons. 





BILL FOR AUTO MONOPOLY 


Senator Straus Introduces Measure To 
Compel Every Car Owner to In- 
sure Liability in Mutual 


Underwriters of automobile liability 
policies must have their attention cen- 
tered constantly on the legislature at 
Albany. Some new Dill intending to 
change the liability laws is being in 
troduced almost daily. The latest one 
is a measure from Senator Nathan 
Straus, Jr., of New York, which would 
compel every motor vehicle owner 1 
New York State to file a policy of the 
New York Motor Vehicle Owners’ Mut- 
ual. Compensation Association. This 
bill is similar to one he introduced last 
year and which was defeated. How- 
ever, the administration of the law 
would be given to the insurance de 
partment instead of to the labor de 
partment of the state. 

A few days ago a bill was introduced 
at Albany which would require every 
owner of an automobile to file a bond 
or insurance policy for $2,000 for pro 
tection against liability cases. This 
is an extension of the principle put 
into force last year with respect to 
taxicab owners and operators. “Put 
into force” is rather an exaggeration of 
the truth, for although the law was 
passed by the legislature it has never 
been «put into operation by the local 
police force, who permit violators to 
wander at will. 
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How Commercial 
Fleets Are Rated 


SYSTEM 





[XPERIENCE RATING 





fravelers Bulletin Gives Alleged Ad- 
yantages of This Method Over 
the Payroll System 





In its publication, called “Protection,” 

the Travelers describes the experience 
wstem of rating fleets of commercial 
gtomobiles. This system has suc- 
weded the payroll methods and has 
een subject to some criticism among 
insurance agents. Its good points are 
ought out in the following extracts 
fom the article in “Protection”: 

At the end of the second installment 
ii this series it was announced that 
pyroll basis would be one of the items 
po be taken up in the third. Since that 
time the automobile manual has been 
changed, and the payroll basis elimi- 
nated, This leaves experience or merit 
nting as the next items for considera- 
tion. 

The ownership or operation of five 
or more cars provided the total pre- 
mium will not be less than $1,000 for 
liability and property damage makes 
the risk eligible for experience rating. 
Experience rating assures him the 
possibility of obtaining a lower rate if 
his experience has been good. 

To obtain this rate you must secure 
fom him an accurate record of his 
cars for at least the past 21 months. 
This record must show the period that 
the cars were insured, where the cars 
are used, the list price, and the loading 
capacity if commercial. It must also 
contain a record of losses, if any, show- 
ing the dates of all accidents, which 
would come under the heading ‘Public 
Liability and Property Damage,” and 
the amount of each claim, whether it 
be paid or outstanding. These records 
must be signed by an executive of the 
prospective assured. You then submit 
this experience data to the home office 
where it is reviewed and where the 
rate is promulgated. 

If the risk has been 
carried in a bureau company no ex- 
perience statement is required. It will 
be procured by the bureau from the 
home office of the previous carrier. 

The competitive advantages of ex- 
perience rating are (1st) it offers a 
possibility “of a reduction in rate, and 
(2d) it eliminates the possibility of 
some other agent calling the attention 
of one of your policyholders to the fact 
that you failed to secure for him the 
most favorable rating plan that he was 
eligible for—and taking the business 
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away from you by writing the risk on 
this basis himself. 

On risks where this special fleet ser- 
vice has been in effect, we have been 
able to re-route the machines to elimi- 
hate congestions, to reduce the number 
of small accidents as well as large, to 
eep the cars in better shape both in 
tegard to their mechanical condition 
and their appearance, to suggest bonus 
Plans which have worked out to the 
advantage of both the employer and 
employee, and by means of posters on 
the bulletin boards, to eliminate dan- 
ferous practices among the drivers. 





_SIBBS WITH WESTCHESTER 
Samuel S. Sibbs, Jr., has been ap- 
pointed Manager of the brokerage 
binding department of the Westchester 
isn effective April 1. Since July, 
bing} he has been with the brokerage 
nding office of B. C. Scudder. 


Notice to Agent Is 
Notice to Insurer 


CASUALTY BILL IN N. Y. SENATE 


No Opposition to Hutchinson Measure 
in New York Senate; How It 
Originated 


The Hutchinson Bill, New York <As- 
sembly Print No. 1252, has passed the 
lower house of the legislature and is 
now in the Senate awaiting designa- 
tion to a place on the calendar. 

This measure provides in relation to 
casualty and health policies that “No 
such policy shall be issued or delivered 
in this state on or after July 1, 1923, 
by any corporation or other insurer au- 
thorized to do business in this state, 
unless there shall be contained within 
such policy a provision that notice 
given by or on behalf of the insured 
to any authorized agent of the insurer 
within this state, with particulars suf- 
ficient to identify the insured, shall be 
deemed to be notice to the insurer; 
and also a provision that failure to 
give any notice required to be given 
by such policy within the time specified 





therein shall not invalidate any claim 
made by the insured if it shall be 
shown not to have been reasonably 


possible to give such notice within the 
prescribed time and that notice was 
given as soon as was reasonably possi 
ble.” 

This measure was not opposed in 
Assembly. The object of the amend- 
ment is to protect the insured in cases 
where it was physically impossible for 
him to give a notice of injury within 
the time specified in his policy. He 
might be struck by an automobile or 
otherwise injured and remain uncon- 
scious for the period specified and un- 
known or the injury might take place 
at a remote place to which due to wea- 
ther conditions access was impossible. 





THE LATE D. S. SASSAMAN 

Daniel S. Sassaman, an agent for six 
teen years in the office of A. A. Cohen, 
general agent of the Continental Cas- 
ualtv at Readins. Pa.. who died recently 
is discussed in the current issue of the 
Continental Casualty home office paper 
as follows: 

“Mr. Sassaman was a man noted for 
his high character, great honesty, and 
winning personalitv. He usually made 
friends and kept them. He was espe- 
cially povular with the people known 
as the ‘Berks Countv Germans.’ and in 
various sections of Berks County there 
are today manv Continental  poliev 
holders, where formerly the comnanv 
was unable to get a foothold heeause 
the agents could not sneak ‘Berks 
County Dutch.’ and therefore get the 
confidence of these people.” 
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S. B. Brewster’s Talk 
To Safe Deposit Men 


MAKES ADDRESS IN CLEVELAND 





Use of Automobile Increases Daylight 
Hold-ups; Percentage of People 
Insured 


Samuel B. Brewster, assistant secre- 
tary of the American Surety, addressed 
the Safe Deposit Association of Cleve- 
land last week. Of the 21,142,000 fam 
ilies in the United States he said that 
only 2% carry burglary insurance, and 
from the loss figures of the American a 
conservative estimate of losses on the 


total number of families will exceed 
$250,000,000. Since 1918 losses from 
the homes increased materially up to 


1922 when they started to recede. 

Discussing banks he illustrated how 
the banks have been made better risks, 
but the daylight hold-ups have in- 
creased largely because of the automo- 
bile which can carry the thieves away. 
The use of the acetylene torch by 
crooks, however, has caused a new lot 
of bank robberies. The percentage of 
loss of property from safe deposit 
boxes is going up. 

He said that there are two responsi 
bilities resting upon the safe deposit 
institutions: One the responsibility 
imposed by law and the other the moral 
obligation. About courts he said: 

“There have been a number of de- 
cisions adverse to the safe deposit in 
stitution, most of which have been in 
the lower courts, but I think the most 
unique was a certain case where the 
court ruled that inasmuch as the bank 
insured its own property and failed to 
furnish the same protection to property 
of renters of safe deposit boxes, it was 
liable for the loss of such property. 1 
believe this decision was rendered by 
a court in the State of Pennsylvania. 
My observation is that the courts in 
their rulings are more and more im 
posing upon safe deposit institutions 
the obligation to protect the property 
in their charge by insurance, and it is 
hecoming more difficult every day to 
determine the legal liability of safe 
deposit institutions. 
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William Leslie 
Succeeds H. E. Ryan 


CHANGE IN NATIONAL COUNCIL 


Both Were With New York State 
Insurance Department at One 
Time; Trained Actuaries 
Harwood E. Ryan, general manager 
of the National Council on Compensa- 
tion Insurance, which is being re-organ- 
ized, generally regarded as one of the 
most brilliant men in the insurance 
business, will retire from that position 
and is succeeded by William Leslie, 
former actuary of the New York State 
Insurance Department. Mr. Ryan made 
his early reputation with the New York 

Insurance Department. 

Mr. Leslie was born in California and 
is a graduate of the University of Cali- 
fornia. He began his insurance career 
as a clerk in the actuarial department 
with the Reliance Life Insurance Com- 
pany of Pittsburgh, and was appointed 


actuary of that company in 1912. He 
resigned on October 1, 1913, to become 
actuary of the California State Com- 


pensation Insurance Fund and on Feb- 
ruary 1, 1919, he was appointed to the 
position of actuary of the New York 
State Insurance Department in charge 
of the Workmen's Compensation Bu- 
reau. On May 1, 1920, Mr. Leslie re- 
signed this position to enter consulting 
practice in San Francisco. At the 
same time he became associate pro- 
fessor at the University of California, 
giving courses in statistics and ingur- 
ance, 


The National Council ig changing 
from a federation of rating organiza- 
tions, whose chief function has been 
the making of basic rates and sched- 
ules, to a body in which the compen- 
sation carriers will have direct mem- 
bership and whose functions will in- 


clude not only the making of rates and 
schedules but also their application in 
a number of the states where the laws 
permit. For a time Mr. Ryan will con- 
tinue with the Council and he is to 
remain in the insurance business. 


CANNOT RE-OPEN CASE 
The Michigan department of labor 
and industry had no authority to re- 
open a compensation once closed when 


the physical condition of the injured 
party had not changed, the state su- 
preme court ruled last week in vaca- 


ting an award for total disability made 
to William C. Burley. 


PORTRAIT OF L. F. BUTLER ~ 
A portrait of Louis F. Butler, presi- 
dent of the Travelers, has just been 
painted by George Burroughs Torrey, 
of New York, and hung in the direc- 
tors room at the Hartford home office. 
Mr. Torrey has painted portraits of 

many prominent Connecticut men. 
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Legality of Bonds In 
Atlanta Questioned 


G. ARTHUR HOWELL TAKES HAND 


Mayor of City Declines to Act, Saying 
He Sees Nothing Illegal 





G. Arthur Howell and Forrest Adair, 
well known Atlanta insurance men, act- 
ing as citizens of that city, have ad- 
dressed a joint letter to the mayor and 
common council calling attention to an 
alleged violation of the law in reference 





Auto Insurance 
Protects Farmers 


AN ARGUMENT THAT MADE SALE 





Intelligent Agent Shows How Value of 
Crop Can Be Lost When 


- Unprotected 


Some good selling points for agents 
in rural communities who sell automo- 
bile insurance to farmers is given to 
agents by the Travelers in the course 
of an article. 





Garrison’s Article 
On Residence Burglary 


TRAVELERS OFFICIAL’S VIEWS 





Millions of Families in This Country 
Are Prospects for This Kind of 
Insurance 





Fred S. Garrison, head of the burg- 
lary department of the Travelers, in an 
article written for “Protection” of the 
Travelers of Hartford, discusses pros- 
pects for residence burglary insurance. 
















There is still another method p 
vided for writing this form of insy 
ance, which is blanket coverage wit 


limited to either 25% or 50% of th 
total amount of blanket insurance. 
such limit is fixed at 25%, the insurf) 
ance is sold at a reduction of 25% i 
rate; but if such limit is fixed at 50% 
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total contract price. Most of the Na- den, but, although, my plants seem °. _ eager ene one of of prospects! dates Gk te Ges Oak 6 partner perience 
tional Surety bonds mentioned in the green and healthy, I can’t get the f these estimates are anywhere near ship was established which existed) ™@Y e 
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eo sand ag ag 1a ines o ith he explained to me where I was mak- Without Rent many families having Owens, president; F. H. Smith, vice- 
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n investigation of the situation is is worth?’ I asked him finally. atio, which Is about as high as the ofce facilities and wilt b the close well ha’ 
requested, and unless the city officials “‘T wouldn't take $50,000 for it’ companies can stand. The only an- penta tpe a Sone A yg Deen Mr 
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reply of Mr. McCalley, so far made pub- when you are taking a load into soure have resulted in the adoption of sev- — representative of the ho instances 
He, states that there is nothing irreg-  gomebody may get in front of your ma- oe policy forms and methods of writ- Owens & Phillips, Inc., will move its nobile 
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while Mr. Adair is president of the “‘Unless you protect it by automo- [ such property. This is a material William F. Casey, assistant to the 
Adair Realtv & Trust Co.. representing  pije insurance you may at any time reduction in rate for persons who are manager of the health and accident def It c 
the Globe. Indemnity. Mr. McCalley have to hand over your farm, vour willing to insure their jewelry, silver partment of the Maryland Casualty of § logical 
says they are trying to break up com- stock and your crops “mat tae the $50,- and furs up to 80% of their value; and, Baltimore will become jsupervisor of § ¥as in 
petition “so they can get more busi- 900 that they are worth—but just to °8 such property should be insured for the service office in the accident de- better ; 
ness—that’s all there is to this com- satisfy a damage claim that is brought 100% of its value because it is the prop- partment of the New York Indemnity § | alm 
munication.” . Mayor Sims has de- against you. It’s taken you years to erty most frequently stolen, there at 89 Maiden Lane on April 2. Mr. maine 
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Nellie Revell, Four Years 
An Invalid in Hospital, 
Pays Tribute to Insurance | 
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The argument for insurance reproduced herewith and written by Nellie Revell is 


shuman interest document of the first importance. 
Vif the most popular theatrical press agents and newspaper women in the country. 


Nellie Reve'l was for years one 


Four years ago she was taken to St, Vincent’s Hospita', New York, suffering from 


No, I am not trying to sell insurance. 





But I would like to feel that my four 
years of hell might be of benefit to 
gmeone. And if even one _ person 
ofits through my suffering I shall 
fel that it has not all been in vain. 





Please do not get the idea I am 
tying to force advice on anyone. I 
im merely scattering the seeds of ex- 
rience, a sort of harvest from my 
many errors and omissions, with the 
hope that they fall on fertile ground 
ad that some of my friends not only 
profit, but profiteer through them. 





For ten years previous to the time I 
hecame so chummy with doctors and 
mrses I had been paying $45 a year 
om a sick and disability insurance 
policy, providing for payments of $25 
aweek through the first year of dis- 
alement. There was no time during 
tht period when I could not just as 
well have paid four times that amount. 





My insurance agent begged me to 
inerease the amount of my policy. I 
refused. I remember one particular 
instance. I was getting into an auto- 
nobile one day with a party of friends 
to go to Long Beach for dinner. The 
agent, who was also a good friend, ap- 
proached and asked me if 1 would not 
increase that policy, giving him $90 in- 
stead of $45. 





“Never Felt Better” 

It certainly was not the _ psycho- 
logical moment for such a request, I 
was in perfect health, had never felt 
better; in fact, I can now recall that 
lalmost had that smug feeling of 
‘sitting on the world.” Sickness 
femed remote. So I told my agent 
fend, in a gentle, but firm, way, that 
he was perfectly welcome to join the 
jatty, but that he must not talk tn- 
sirance, 





He didn’t. I wish he had, for that 
25 a week was a life-saver the last 
month before the benefit arranged for 
he by my friends. While I had some 
money when I came to the hospital, 





day and night nurses, specialists. con- 
sultations, operations, X-rays and plaster 
of paris casts soon ate it up. I also 
hed a life insurance policy for $2.000 
Which in case of disability pays $200 
‘year. That just about pays for my 
Ndages now, There was no reason 
it the world why I should not have 
had a $10,000 policy. J was always 
Working and at a fair salary. 





Inreturn for the $45 paid in annually 
10 years on the disability policy— 
4 total of $450—I received $1,200 the 
first year I was here. It was only for a 
year. For very little more I could 
lave taken out a policy thay would 
have paid me $50 a week for life. It 
Was just thoughtlessness, carelessness, 
Wocrastination and the belief that I 

une from disaster that kept 
Me from doing so. 


spinal trouble. Since then she has been confined to one room and her cot, So many 
jiends, however, did she make during her active years that a steady stream of the 
est known figures in the world of the theatre and the newspapers call upon her. She 
jas so much courage that she is a regular contributor to the columns of “Variety,” 
the leading paper of the show business, and the subjoined article from her pen is from 
"Ih Variety.” 

The publisher of “Variety” informs The Eastern Underwriter that permission is 
nfused by that paper for the use of the Revell article or any part of it for advertis- 
ing purposes, In other words, if any insurance company or agent wants to reprint any 
jart of the article it must get into touch with “Variety” and obtain permission befor * 
npublishing, The offices of “Variety” are at 154 West Forty-sixth Street, New York. 


Unless a man has unlimited means 
I do not think he should marry without 
giving his wife the security of a lite 
insurance ‘policy. Even the man of 
unlimited means is not exempt, for who 
can sav how long those means will 
last? Fortunes have been swept away 
in a night. A paid-up policy in a good 
insurance company is not subject to 
such sudden dissolution. 





Asi for a disability policy, no one 
who has to work for a living, no one 
who is dependent on his own re- 
sources, can afford to be without one. 
He mav argue that, he can not squeeze 
the payments out of his salary. But 
if he can not scrape together the pre- 
mium while he is well and working 
how much less can he afford to lie in 
bed, sick and with no income at all. 





Tells of Unfortunate Theatrical People 
If Molly Fuller had taken the precau- 


tion to acquire a disability policy, she 
would now be receiving $50 a week. If 
her late husband had been as good a 
business man as he was an actor he 
would have left her a large insurance 
policy. If my late beloved contemporary 
William Raymond Sill, had had a poli- 
cy, if I, myself, had worried as much 
about me as I did about the productions 
I was helping to get over, there would 
have been two fewer benefits to be 
given. There was Bert Leslie, one of 
the greatest comedians ever, but another 
whose business perspicacity did not 
measure up to his talent. There 
was Dorothea Antell, now helpless and 
without funds. The list in the pro- 
fession seems endless. 





Lying here, seeing so many trans- 
ferred from private rooms to charity 
ward, the crying need of insurance 
comes home to me more strongly every 
day. It would be so easy to take ad- 
vantage of it, particularly for the men 
and women of the stage. They are en- 
titled to live well and dress well, for 
they work hard for good salaries, but 
it would be a matter of only one fine 
dress, one gay party less a year to in- 
sure that thev shall continue to live 
well and dress well, come what fortune 
may. 





Many show people are provident ana 
have tangible results. We all know 
that. Also is it known that many pro- 
fessionals take a reserve from their 
earnings and have cash available at 
all times. It’s human nature, however, 
for any person to want to invest sav- 


ings, safely, for a certain return. To 
me life insurance is a gamble. We 
gamble with the companies, on the 


length of our lives——but we can’t lose, 
for the amount we are insured for 
must be paid, whether we live or die. 
If we live to the maturity of the policy 
(if endowment insurance)’ meanwhile 
we have the privilege of borrowing 
money on the policy at any time after 
three annual premiums have been paid. 





FINANCIAL 
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J. HORACE SHALE 
V.-Pres, and Gen. Mgr. 


W. VAN WINKLE 
Secretary 





Treasurer 
January 
ASSETS 
Cee Ge Tigi nis k's sncecese $ 200 994.85 
Stocks and Bonds (Market 
MIG hac caiGhtaveredesdones 3,675 709 00 
WI Kida cgccasctanecéxdons 1,169.960.00 
MCCTUOR TRGSTOSE ........00 00500 49.990 42 
pO RR rere ere. 365.000.¢ 
Other Admitted Assets......... 930,194.69 
$6,391,838 96 | 





Ist, 1923 
LIABILITIES 
Premium Reserve ......... .. $2 393,476 00 
ER, re 1,535 727.00 
All Other Viabilities............ 359 127.28 
Voluntary Reserve ai 103,952.08 
CO Parr ee $1 000 000 00 | 
WEG BUSI 6c scsvcss 1,000,000 00 

Surplus to Policyholders........ 2,000,000 00 
$6,391 ,838.96 





CAPITAL 











Business Written Year Total Assets 
$ 29,497.31 1910 $ 404,792.15 
206,333.21 1911 511,382.11 
249,879.06 1912 628,702.95 
520,402.34 1913 969,385.74 
990,350.17 1914 1,293,503.82 
1,232,207.45 1915 1,625,313.22 
1,813,373.21 1916 2,388,881.43 


DURING THE YEAR 1922 
INCREASED TO 
SURPLUS INCREASED TO 
ASSETS INCREASED OVER 
WRITINGS INCREASED OVER 
Compiled under the laws of the States of New York and Massachusetts and 


examined and verified by Joseph Frogatt, representing the Banking and Insur- 
ance Department of the State of New Jersey, as of December jist, 1922. 


$1,000,000.00 | 
$1,000,000.00 
$1,000,000.00 
$1,000,000.00 











Business Written Year Total Assets 

$2,462,871.84 1917 $2,851,276.62 
2,558,444.02 1918  3,184,962.32 
3,088,600.52 1919  3,579,070.78 
4,140,430.20 1920 4,352,898.62 
4,446,094.98 1921 5,110,025.67 
5,481,750.40 1922 6,391,838.96 





That may be obtained quickly and 
without annoyance, besides the other 
benefits derived from it. Saving up 
for the premium becomes a habit. We 
are aware this American public saved 
more during the war to pay for Liberty 
Ronds on the installment plan than 
this country ever before had saved. 
That practice of saving acquired dur- 
ing the war, when there was an objec- 
tive, had more than a little to do with 
the business depression that followed. 
It had made the public thrifty and they 
continued it. 





To me it’s much preferable to save 
for an insurance premium than to in- 
vest in jewelry on the theory jewelry 
is always a quick asset, or merely to 
deposit a small amount weekly in a 
savings bank because it is always there 
for immediate use, paying interests be- 
sides. The same interest paid by a 
savings bank becomes an accumulative 
dividend on an insurance policy. Life 
insurance, therefore, works two ways, 
if not more. It gives vou something 
while you live—protection—and gives 
something to those you love best if 
you pass out before the policy becomes 
payable in full. Meanwhile you can do 
hoth, save for your premium and keep 
up a savings bank account. 





Some sacrifice may be required to 
make the payments. But it’s worth it, 
for an insurance policy is always the 
hest policy. And next to friendship it 
is the best investment in the world. 





We have to do something for a rainy 
day besides buy umbrellas. 





THE LATE A. H. KNOLL 





Buffalo Man Was One of Aetna Life’s 
Oldest Agents; Prominent in 
Business Affairs 


The Aetna-Izer, the publication of the 
Aetna Life, says of A. H. Knoll, for 
many years general agent of the com- 
pany at Buffalo, who died on January 
11, that in length of service he was 
one of the company’s oldest agents al- 
though at the time of his death he was 
but fifty-one years old. 

He became associated with the com- 
pany in October, 1897, when he was 
made general agent at Buffalo. He 
was an able business man and a leader 
in civic and social organizations. At 
one time he was vice-president and a 
director of the Buffalo Chamber of 
Commerce. He was a director of the 
Buffalo Automobile Club and the Buf- 
falo Advertising Club and also a direc- 
tor and member of the executive com- 
mittee of the New York State Insur- 
ance Federation. 


HONOR W. A. BRANDT 
American Surety Officers Give Dinner 
to Manager of Purchasing Division 
on Thirty-fifth Anniversary 


The officers of the American Surety 
Co. gave a luncheon last Thursday in 
honor of W. A. Brandt, manager of the 
purchasing division of the company 
who has been with the American 
Surety for thirty-five years. The 
luncheon was held in the company’s 
new restaurant on the twenty-third 
floor of the home office building, 100 
Broadway. Fifty officers and junior 
officers attended. 





COMMEMORATE ANNIVERSARY 


The agents of the Pittsburgh branch 
office of the Travelers commemorated 
the twentieth anniversary of the open- 
ing of that office with a contest dur- 
ing the closing months of last year 
and celebrated the great’ results 
achieved in the contest with a dinner 
en February sixth. Fifty agents at- 
tended and the group pledge of the 
branch office was entirely subscribed 
to by the agents present. 
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Henry C. Walters On 
Notice of Disability 


STANDARD PROVISIONS TALK 


Ignorance of Policy Conditions Not 
An Excuse for Failure to 
Give Notice 





Henry C. Walters, general counsel 
of the National Casualty, discusses the 
standard provisions of an accident and 
health policy relative to notice of dis- 


ability and death in a talk to agents 
of that company. The notice in the 
policy reads: 

“Written notice of injury or sick- 


ness on which claim may be based, 
must be given to the company 
within twenty days after the date 
of accident causing such injury, or 
within ten days after the com- 
mencement of disability from such 
sickness. In the event o! death 
immediate notice thereof must be 
given * * * Failure to give notice 


within the ‘time provided in this 
policy shall not invalidate any 
claim if it shall be shown not to 


have been reasonably possible to 

give such notice, and that notice 

was given as soon as was reason- 
ably possible.” 

These provisions, required by law to 
be inserted in all health and accident 
policies, are to safeguard against fraud. 
They impose no unreasonable hardship 


on the claimant with a just claim. Dis- 
ability however occurring is a proper 
subject of investigation by the com- 


pany. The only means the company 
has of becoming acquainted with the 
facts is by the notice required by the 
terms of the contract. 

Investigation which will disclose the 
truth can only be made while the facts 
as to dates, and relation of circum- 
stances and conditions are fresh in the 
minds of the assured, and those hav- 
ing definite knowledge of the occur- 
rence. Any one who has endeavored 
{o get a clean cut picture of any trans- 
action, months after its occurrence, by 
interview with the participants, will 
appreciate the difficulties involved. 

What Courts Hold 

The conditions noted are uniformly 
held by the courts to be mandatory, 
as to the time of notice, unless the as- 
sured can clearly show that it was not 
reasonably possible to give the notice 
within the required time, and that no- 
tice was given as soon as was reason- 
ably possible. 

The requirement of 
tice in case of death 


immediate no- 
has received a 


construction by the courts, which is 
not quite literal, but which is the only 
construction which could properly be 
adopted under the circumstances, and 
that is that “To make good the deeds 
and intents of parties, it shall be con- 
strued as ‘such convenient time as is 
reasonably requisite for doing the 
thing.’” 

- Ignorance of the policy conditions 
does not constitute an excuse for fail- 
ure to give notice. The policy is pre- 


sumed to have been read by the as- 
sured. It is his duty to know its pro- 
visions. Good salesmanship on the 
part of the agent, dictates that he 


should call attention to the provisions 
relative to notice and kindred matters, 


so that the assured will know what 
he must do, in order to establish his 
claim, and when he must do it. The 


successful agent does not limit his ac- 
tivity to getting the applicant’s signa- 
ture, and his money. He is selling a 
service, and he should give his cus- 
tomer the essential information to en- 
able him to obtain that service, and 
make of him a booster because of that 
fact. 





FORTIETH ANNIVERSARY 

The Preferred Accident will shortly 
celebrate its fortieth anniversary by is- 
suing what will be known as a “Fortieth 
Anniversary Policy.” Like its prede- 
cessors this policy will no doubt show 
improvement in values for the  pur- 
chaser of Preferred contracts without 
any increase in cost. The “Thirtieth 
Anniversary Policy’ put out by the 
Preferred was one of its biggest sellers. 
This new one will no doubt prove a 
worthy successor, 





INDUSTRIAL CODE RULES 

The Department of Labor of the 
State of New York has published a bul- 
letin prepared by Bernard L. Shientag, 
industrial commissioner on industrial 
code rules, relating to the construction, 
guarding, equipment, maintenance and 
operation of elevators, dumbwaiters, 
escalators, hoists and hoistways, in fac- 
tories and mercantile establishments. 





NEW 55 JOHN ST. LEASE 
Charles B. Van Valen, Inc. have 
leased offices in No. 21-3 Maiden Lane 
to David M. Benjamin and for the 
Travelers Insurance Company, offices 
in No. 55 John Street to Joseph Mark 
and Everett L. Merrick. 





ON CO-OPERATING LIST 
The New York Indemnity Company 
has subscribed to the principle of the 
National Association of Insurance 
Agents in regard to the ownership of 
expirations. 











Phone: 





The “‘Home”’ of Automobile Insurance 


Chester M. Cloud 
Metropolitan Agent 


Automobile Dept. 


The Home Insurance Co., New York 
59-61 Maiden Lane 


John 1363 
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He need not worry about money. True, his earnings stopped some 
time ago, and hospital fees are high. But his Travelers XD Policy, 
is sufficient for his domestic expenses, and the special hospital benefit 
takes care of the extra bills. 


Each Man Is An Investment 
Whose Principal and Earning's Can Be Guaranteed 


Each man is an investment! 


His own natural ability; the thousands of dollars that were spent 
on him from the time he was born until the time he completed his 
education; the years he devoted to study and training—all this is the 
‘apital on which his earning power is based. His salary, commis- 
sions, or fees are the dividends. How about the safety of “principal” 
and “dividends” as represented by him and his income? Would his 
capital value continue to exist; would his “dividends” still be paid, 
if his earning power were destroyed or crippled by accident? 


Why let him take any chances? 


For a very reasonable premium, you can secure for him a 
Travelers Accident policy which will assure him a dependable. in- 
come in case of total or partial disability caused by accidental injury; 
which will pay his family a large sum, should his death be caused 
by accident. 


For example, a Travelers XD policy will assure him an income 
of from $25 to $250 a week in case of total disability, for as long as 
such disability lasts; from $12.50 to $125 a week, for partial disabil- 
ity, limit 26 weeks; and provide from $7,500 to $75,000 for his 
family, in case of his accidental death, for an annual premium equal 
to the indemnity which he would receive for only one week’s total 
disability (if his occupation places him in the “Preferred” classifica- 
lion). All these benefits double under certain specified conditions. 
These are only a few of the excellent features of this contract. 


This policy is a contract of The Travelers Insurance 
Company, Hartford, Connecticut. Founded in 1863, 
The Travelers was the first company to write Accident 
Insurance in this country. Today as always, it is the 
largest American accident insurance company. Only 
an institution which backs promise with performance, 
which keeps faith with the public, could hold such an 
enviable position for so many years. 


THE TRAVELERS 


Hartford, Connecticut 


Every Insurance Agent and Broker should have a good accident 
account, not only for the commissions it pays but for the desirable 
contacts it establishes and maintains, and he should have the account 
where it will be the most secure from competitive attack—in The 
Travelers. 
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William W. Rice as a Casualty Producer 








By E. SIMON BANKS 





= 








One of the most spectacular figures 
in Chicago’s insurance circles—that 
was what they told me about William 
W. Rice. So I looked to find one of 
these hustle-bustle type of men with 
energy, dash, vim, vigor, vitality and 
all the other ism and ions. Instead, I 
found an average-sized man with a 
twinkle in his eye, an engaging man- 
ner—the kind of man you instantly 
want to call Bill and are glad to shake 
his hand; the kind of man you want 
to and are proud to have for a friend. 

Spectacular. Not Bill Rice. After 
talking to him for over an hour, glean- 
ing points about his insurance career, 
listening to him give vent to his opin- 
ions and ideas about insurance, one 
cannot say that he is spectacular. 
Rather, that he is one of the most in- 
telligent insurance men in the business 
today—in Chicago and elsewhere in the 
old United States. 

The W. W. Rice Co., of which 
liam W. Rice is the W. W. Rice 
also the company, when it 
turning in business, may 
largest office in 


Wil- 
and 
comes to 
not be the 
the wind-swept city 
along Lake Michigan. But, for per- 
sonal production, there are not many 
carriers of the rate-book in Chicago 
who can trutbfully say that their busi- 
ness is larger than that of Bill Rice. 
From office boy to star producer. 
That is the record of W. W. Rice. And, 
after sixteen years as full time insur- 
ance agent, Mr. Rice believes more 
than ever that the insurance game is 
the greatest game in the world and the 
best field for young men to enter. 

‘If you had it all to do over again,” 
Iasked him, “if you could turn back 
the clock, if you could turn back the 





pages of the calendar to 1905, and you 
were again 17, an office boy in the 
agency of W. W. Alexander, would you 
quit and go into some other business or 
would you do what you did some two 
years later and go out on the street 
as an insurance agent?” 

Without a moment’s hesitation, came 
the simple, straightiforward reply: 

“If I had it all to do over again, I’d 
do just what I did sixteen years ago.” 

This from the man who at the close 
of his first year as an insurance agent 
found that he had made about $200 
and owed the firm $400. The average 
individual would have gone into some 
other line of endeavor. But not Bill 
Rice. There is no such thing as “quit” 
in his vocabulary. Instead he went at 
it stronger than ever. And last year 
he had over $60,000 in accident-health 
premiums, $500,000 life business and 
casualty premiums to the amount of 
$200,000. 

a * * 

It was in October of 1905 that young 
Rice went to work as an office boy in 
the agency of W. W. Alexander. The 
first all-disease health policy had just 
made its bow on the market at that 
time. Young though he was, Rice saw 
the possibilities that lay in the acci- 
dent-health field. Three months later 

he was still an office boy—he wrote 
his first policy. It was an accident- 


health policy. Today, the first client 
of W. W. Rice is still a client of W. W. 
Rice. 


William W. Rice brings out the truth 
of the old saying that the secret of 
salesmanship, successful salesmanship, 
lies in three words—use your head. 
And “use your head” naturally means 


studying your proposition and your 
prospect. 

At first, young Rice used the direct 
solicitation method to build up his 
clientele. 

“IT went to them with the fundamen- 
tal proposition of insuring their ability 
to earn money,” as he tells it. “I de- 
veloped my business by leads given me 
for the last eight or ten years by show- 
ing my clients that I leave no stone un- 
turned in my endeavor to serve them 
and to make their interests our inter- 
ests.” 

“If you were starting out in the in- 
surance game today,” he was asked, 
“what line would you specialize in?” 

“Disability insurance or compensa- 
tion in small firms,” was the reply. “I 
would grow with them. There is a big 
field for the young man in compensa- 
tion insurance. Let him watch the 
newspaper reports for new corporations 
being started and grow with them.” 

“And the insurance business, is it a 
good line for young men to enter?” 

“The best in the world. In the first 
place, he needs no capital. Secondly, 
the returns are exactly in proportion to 
the amount of work and intelligence 
he puts in. Third, he is dependent 
upon no one for his job. When he 
builds up his clientele, he has some- 
thing that no one can take away from 
him. 

“It is the only business I know where 
you can sell your goods before buying 
them. You have all the advantages of 
a merchant in your own business with- 
out having any capital tied up in goods 
on your shelves. You can go out after 
your trade without waiting for it to 
come in to you.” 





W. H. Sale, resident secretary of the 
Continental Casualty has been given 
the title of resident vice-president. 
Mr. Sale has his office at the eastern 
service division of the Continental at 75 
Fulton St., New York, and acts as a 
representative of the company on 
several bureau committees. 


PENNSYLVANIA SURETY’S PLAN 





Under Direction of President J. R. 
Henry Company Plans Entering 
New Territory 





With the re-organization of the 
Pennsylvania Surety Co., of Harrisburg, 
Pa., under the direction of the newly 
elected president, J. R. Henry, the 
company plans to extend and develop 
its business in several new states. 

The company intends to organize its 
business in Pennsylvania and to in- 
crease its re-insurance business with 
other conference concerns in the terrt 
tory east of the Mississippi River and 
north of Tennessee and North Carolina. 





Henry S. Ives, secretary of the Cas- 
ualty Information Clearing House, Cht- 
cago, is making a number of talks 
before business men on the danger of 
state insurance. 











MORE THAN 
$28,500,000.00 





loss of sight, limb or life, or for 

In every city of the Union and 
in Canada we are protecting many 
thousands of business and profes- 
sional men. Continental Accident 
& Health Policies SELL and stay 


sold—Good openings for the right 
man. 


Continental Casualty Company 


H, G. B. Alexander, Pres, 
General Offices: Chicago, U. 8. A. 
Canadian Head Office: Toronto, Canada 











has been paid to Continental poli- 
cyholders or their beneficiaries as 
indemnities for loss of business 
time by accident, or for accidental 
loss of business time by sickness. 
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Guarantee 





The Sign 
of Good Casualty Insurance 





and Accident 


== 


Company, Limited 


HEAD OFFICE 
UNITED STATES BRANCH 
134 South La Salle Street 
CHICAGO 


F. W. LAWSON, General Manager 


The company of “super service” is not a name that has 
been “applied” to the London Guarantee & Accident. It 
is a name well earned in more than fifty years of close 
co-operation with its agents. 


Over sixty years 
of public service 





INCORPORATED 1860 





UNITED 
FIREMEN’S INSURANCE 
COMPANY 


OF PHILADELPHIA 


HOME OFFICE 
430 Walnut Street 
PHILADELPHIA 


F. W. LAWSON, Chairman of the Board 


Over sixty years of public service faithfully performed 
have established the United Firemen’s as an instituticn 
of utmost dependability. An old reliable company writing 
Fire, Tornado and Automobile Insurance. 


|| 





THE EASTERN UNDERWRITER 


March 30, 1923 











Putting the “Autojinx” to Service! 


Usefulness of any kind is extremely distasteful to the 
Autojinx, nevertheless he is being forced to help thou- 
sands of Glens Falls agents write Automobile Insurance 
by means of a new leaflet that is making a great hit 








AUTOMOBILE INSURANCE 


that gives Perfect Protection from 


Fire Tornado 

Theft Earthquake 

Collision Explosion 

Property External Leakage 
Damage of Water 
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INSURANCE COMPANY 
GLENS FALLS, NEW YORK 
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and How to outwit him 














There is an Autojinx in Every Car 


He 1s the Trouble-maker 


OMETIMES his mischief begins as soon as 

you purchase your car; sometimes he bides 
his time for months until you have forgotten 
about him, then causes a sudden disaster. 


If your car takes fire, it is because the Autojinx 
has made a leak in your tank. If you lose control 
and crash into a rock or a tree, you may be sure 
that the Autojinx has jammed your steering gear. 


If your brakes do not hold on a steep hill and 
your machine is wrecked at its foot, it is a sign 
that the Autojinx has been tampering with them. 
If he can bring about a blaze in a garage whereby 
your car is lost, it is a matter of great satisfaction 
to your Autojinx. 


One of his favorite stunts is that of leading 
some thief to the place where your car may stand 
for a few minutes unwatched. As it disappears 
down the road in a cloud of dust, the Autojinx is 
triumphant. 


His constant purpose is to cause you loss. 
However, there is one man in your town who can 
give you expert advice on how to outwit the Autojinx. 


That man is the agent for GLENS FALLS 
INSURANCE COMPANY. 


By means of a clear-cut automobile insurance 
contract, backed by the ample resources of a 
famous company, he can provide you with finan- 
cial security for every form of trouble. 


(This is the way that car-owners are warned) 


























